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Agents Forum Plays To Packed House 





MDRT Qualifiers 
Sell Like Others 
But To More People 


Chairman Goldman Tells 
NALU Basic Tecniques 
Account For Most Sales 


Many people get the erroneous 
impression that million dollar pro- 
ducers have 
unique ideas or 
procedures 
in selling that are 
different, “but I 
can assure you 
that the vast ma- 
jority of our 
members sell life 
insurance on the 
same sound fun- 

pee damental _prin- 
oS Galt ciples on which 
all successful underwriters sell,” 
said Chairman Howard D. Gold- 
man of the Million Dollar Round 
Table in his talk as moderator at 
the Million Dollar Round Table 
of Life Underwriters convention at 
Detroit. 

Mr. Goldman, who is Virginia 
general agent of Northwestern 
Mutual Life, told his audience that 
perhaps they would be surprised 
to learn that most of the aggregate 
production of the round table 
comes from selling on the basis of 
package sales and programing— 
but sales are made to a larger 
number of individuals, the average 
number of paid lives of round ta- 
ble members being between 75 and 
100 a year. 





Believe In Social Good 


“All of our members, however,” 
said Mr. Goldman, “sell on the 
firm conviction of the great social 
good of life insurance in action 
and its ability to solve most of the 
economic problems of individuals 
and families. “Many people,” said 
Mr. Goldman, “ask just where and 
how a Million Dollar Round Ta- 
ble member gets his business. 

“Some seem to think that a 
large percentage of our members’ 
business comes from pension plans 
and advanced underwriting tech- 
niques,” he continued. “Certainly 
we have some of the most nimble 
minds in the industry among our 
members and huge volumes of 
business insurance are written 
through the employment of these 
advanced procedures, yet it repre- 
sents only a small fraction of the 
composite. 

“We have not conducted a sur- 
vey for several years but we have 


every reason to believe from a 
close examination of qualifying 
papers and correspondence that 


(CONTINUED ON PAGE 43) 





ALBERT C. ADAMS 


Once Called ‘Poor’ Talker, 
Adams Now Voice Of NALU 


“You've never made good be- 
cause you can’t talk,” a young Bal- 
timore clerk was told by his gen- 
eral agent back in 1921. “So I let 
him hear me talk. Told him I was 
quitting. He made me an agent,” 
said Albert C. Adams, former clerk 
and newly-elected president of an 
organization of 70,000 people who 
earn comfortable livings by persu- 
asive talking. 


Still No Loud Mouth 


Today the 1957-58 president of 
National Assn. of Life Underwrit- 
ers is still no loud-mouth, but 
when he does talk, people listen. 
As NALU president, Mr. Adams 
speaks for the biggest and oldest 
organization of its kind in the 
world. He is a notable success in 
his industry, heading a John Han- 
cock agency in Philadelphia that 
has $130 millions of insurance on 
the books protecting 20,000 lives, 
not to mention that he is one of 
the nation’s recognized authorities 


on social security, having fathered 
NALU’s policy of restricting ex- 
pansion of that program to pre- 
vent its becoming actuarially un- 
sound. 


Born In Baltimore 


Born Albert Carey Adams _ in 
1897, at Baltimore, he was the son 
of a coal wholesaler and mine op- 
erator. After public school in Bal- 
timore, he went off to University 
of Pennsylvania where one of his 
instructors was Dr. S. S. Huebner, 
a name venerated in insurance cir- 
cles. 

When World War I raged, young 
Adams volunteered and rose to 
second lieutenant in the field ar- 
tillery. But before he could do 
much soldiering, Kaiser Bill gave 
up and he spent his last Army days 
as a training officer at Camp Tay- 
lor, Ky. 

Returning to University of 
Pennsylvania, he resumed studies 

(CONTINUED ON PAGE 39) 


Turnout Of Nearly 
1,000 Testifies To 
Interest In Topics 


Paucity Of Fire-Breathing 
Questions A Tribute To 
Speakers’ Complete Candor 


By ROBERT B. MITCHELL 


An audience of nearly 1,000 
packed two ballrooms for the 
agents forum put on by the agents 
committee of NALU during the 
annual meeting in Detroit, in 
spite of earlier predictions that it 
wouldn’t be possible to get much 
of a turnout for an evening ses- 
sion. 

As was expected, the forum was 
one of the top events of the con- 
vention. There was not as many 
loaded questions as might have 
been expected at this type of gath- 
ering, which has become a place 
for gloves-off handling of contro- 
versial subjects. The comparative 
lack of such questions was evident 
due to the forthrightness of the 
speakers in stating their views on 
the hot topics of the day, like jum- 
bo group and the family policy. 


Agency Forum Speakers 


The speakers were Dudley 
Dowell, executive vice-president 
New York Life; Ralph G. Engels- 
man, co-editor of “Probe,” sales 
consultant, and former general 
agent of Penn Mutual Life at New 
York; William J. Hamrick, agency 
vice-president of Gulf Life, and 
Holgar J. Johnson, president of 
Institute of Life Insurance. Their 
talks are reported in this issue or 
Wednesday’s NALU convention 
daily published by The National 
Underwriter. 

Robert W. Osler, vice-president 
of the Rough Notes Co., and editor 
of the “Insurance Salesman,” was 
moderator. John V. Coe, Massa- 
chusetts Mutual, Wichita, presided, 
as chairman of the agents commit- 
tee. 


Here were some questions asked 
that were strictly facetious—like 
whether the rumored extension of 
the family policy to include moth- 
ers-in-law might not bring it un- 
der the district attorneys jurisdic- 
tion as a temptation to homicide. 
3ut in general, the serious and 
frank approach of the speakers 
seemed to incude a similar attitude 
on the part of the questioners. 

One agent wanted to know if the 
agents of 1965 would be selling 
mutual funds and/or variable an- 
nuities along with life insurance. 
Mr. Engelsman opined that they’d 
probably be allowed to but they 

(CONTINUED ON PAGE 42) 
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Life Insurance And Corporate Dollar 
Work Together Like Magic: Copeland 


Many corporate prospects do 
not realize that when life insurance 
is put to work 
with the corpor- 
ate dollar, the 
results are like 
magic, according 
to Harry C. 
Copeland Jr., 
general agent of 
Massachu- 
setts Mutual at 
Syracuse, who 
spoke at Thurs- 

H. C. Copeland Jr. day morning’s 
Million Dollar Round Table hour. 
He used a fictional corporate pres- 
entation to illustrate his talk. An 
abridged version of Mr. Copeland’s 
talk, “Like Magic—Deferred Com- 
pensation Plan,” follows. 





By HARRY C. COPELAND Jr. 


Since we're all in the life insur- 
ance business—gaining our liveli- 
hood from the sale of life insurance 
—we are only concerned here with 
insured executive pay plans. We 
all know that a corporation can in- 
stall deferred compensation plans 
for its executives which satisty all 
the management and legal aspects, 
but which are void of any life in- 
surance. So where is the life insur- 
ance sale and how do we make it? 





When a corporation has in- 
stalled or is considering installing 
a deferred compensation plan 
without life insurance funding, I 
see no reason for its management 
to be satisfied. Our job is to make 
them dissatisfied, because we 


know a much better and, inciden- 
tally, cheaper way to do the job. 

Many of our corporate prospects 
just don’t realize that when you 
put life insurance with the corpo- 
rate dollar the results are almost 
unbelievable. They’re magic. Well, 
they aren’t magic—they’re like 
magic ! 

e e a 

It’s our mission to prove to the 
corporate executive the magical 
arithmetic of key man insurance! 

\Ve have to prove to him that 
the corporation can buy a $100,- 
000 contract, and if his death oc- 
curs anytime during his working 
lifetime, the insurance company 
will refund his corporation's total 
premium investment. In addition, 
the insurance company will in- 
crease his corporation’s surplus 





This Me Beohere 


e THE NATIONAL QUALITY AWARD PROMOTES 
BETTER SELLING. A bonus of $1.50 a thousand is 
paid each year to qualifiers of our field force. 


e THE LIFE UNDERWRITERS TRAINING COURSE IS 
TOPS. We pay one-half the cost for our field men 


who enroll for the course. 


e C. L. U. TRAINING SHOULD BE ACTIVELY PRO- 
MOTED. We pay a liberal bonus for each examina- 


tion passed plus an extra bonus on the final ex- 


amination — total $550.00. For more Information, 


Write: G. FRANK CLEMENT, C. L. U. 
Vice President In Charge of Agencies 


Shenandoah Life ounance Company 


Home Office « Roanoke, Virginia 





account with an amount of money 
equal to the profit on $2.5 million 
otf additional gross sales! 

And sure, he'll ask if the premi- 
ums are deductible. And when he 
does—he has given us the entree 
into our best sales point! 

Now we all know that an execu- 
tive can make arrangements (or 
agreements, if you will) with the 
corporation to have his widow re- 
ceive $10,000 per year for 10 years, 
a total of $100,000. Under an in- 
sured plan, this can be done with- 
out cost to the executive—and at a 
profit to the corporation! Certain- 
ly that’s magic—and, incidentally, 
not bad management ! 

The executive must be shown 
that, through corporate owned life 
insurance, the corporation § can 
give him deferred compensation at 
retirement—and give it to him at 
less cost to the corporation than 
any other method—including a 
qualified pension trust. 


Can Use For Disability 


The executive buyers of this 
country must see that a $100,000 
contract, in addition to providing 
a pension benefit at the lowest 
possible cost, can be arranged to 
provide a disability income of $10,- 
000 per year to our key man, plus 
and a big plus it is—an increase 
in the corporation’s gross. earnings 
of $6,000 per year each and every 
year he is disabled! 

These are accurate facts and our 
problem now is to transfer our be- 
lief in them to our buyers! How 
do we do it? (Here, Mr. Copeland 
uses a fictional presentation to il- 
lustrate his talk.) 

You see on the first page we 
just attempt to say a few things 
about the tax advantages of cor- 
porate owned life insurance. As we 
go down these items, we hit hard 
at the provision for funds for sala- 
ry continuation and retirement in- 
come and disability income. Then 
we get really enthusiastic and 
state: All of these advantages can 
be obtained so that the corpora- 
tion will recover all premiums 
paid and still realize a tax-free 
profit from the insurance proceeds 
after salary payments to the wid- 
ow for 10 years or deferred com- 
pensation payments to the key 
man at retirement for 10 years. 











Insurance On Books 


On page 2, we take a look at 
corporate life insurance on the 
books of the corporation and, as 
you can see, we are now getting 
into the magic which happens 
when you hook up life insurance 
with the corporate dollar. 

Under our plan, Mr. Executive, 
the corporation’s reduction in sur- 
plus is never greater than $3,500 
and, of course, at the end of 20 
years the corporation has an in- 
crease in its surplus of $1,100. 

Then we show the tax-free gain 
which occurs in the event of death 
of the key man—after return to 
the corporation of its investment 
—then we relate this gain in sur- 
plus to the gross sales required to 


result in the same addition to sur- 
(CONTINUED ON PAGE 37) 
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INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 


—Including Noncan, Commercial, 
Deductible Hospital, and 
Major Medical 


Income Disability 
Juvenile Insurance 
Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 
Mortgage Redemption 
Impaired-Risk Service 

—tLife and Accident & Sickness 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 


A full line of Group Coverage 


—Including Comprehensive Major 
Medical 
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A PHILADELPHIA AGENCY 


FOR JOHN HANCOCK AFTER 
SERVING AS CONNECTICUT 
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AGENTS FORUM PANEL 





Era Of Multi-Line Sales Could Mean 
Fewer Agents Making More Money 


Ralph Engelsman, former gen- 
eral agent of Penn Mutual at 
New York and 
now a life insur- 
ance manage- 
ment consultant 
and co-editor of 
Probe, outlined a 
couple “big ifs” 
involved in the 
multi-line sales 
trend of all insur- 
ance “under one 
hat.” He present- 
ed his views at 
the NALU meeting at Detroit dur- 
ing a panel discussion at the agents 
forum which interpreted present 
trends. 

Just a few years back, Dr. S. S. 
Huebner prophesied that in the not 
too distant future a man’s over-all 
insurance needs, not only life but 
his fire, casualty, and all other 
risk problems, would be serviced 
under one hat, as it were, by one 
underwriter, or by a small group 
of underwriters well qualified to 
advise on these multiple lines of 
protection, all operating together 
under one roof. 


Many Scoff At Idea 


Many of us, including myself, 
pooh-poohed the idea, but it seems 
now that the good doctor was right 
on the button. Make no mistake 
about it, both multiple-line selling 
and multiple-line companies are 
not slowly but rapidly becoming 
part and parcel of our business. 
And as a result, whole new con- 
cepts could conceivably affect the 
agent, our product, and the system 
of present operations. 

Within the past six months, 
more than a dozen substantial cas- 
ualty companies have entered the 
life insurance field. Many others 
have declared ‘their intentions to 
do so. One reason for their move is 
that in the last few years their 
losses in automobile and other cas- 
ualty risks have been heavy and 
they probably think there can be a 
balancing off by profitable life 
operations. 





Ralph Engelsman 


Another reason is that these 
companies feel that with a highly 
competent company staff of expe- 


rienced life insurance men and an 
attractive product, they can do bus- 
Iness with a substantial number of 
their brokerage outlets at substan- 
tially lower costs than even the 
big life companies. 

And it is entirely possible that 
they can do this if they are able to 
get their brokers to become en- 
thusiastic about life insurance. For 
in this way, the new casualty-life 
company can start business not 
only with ready-made sales staff, 
but with a sales staff who have 
ready-made customers. 

_ Why bother about spending mil- 
lions in developing an agency sys- 
tem where you have to recruit, fi- 


nance, house, supervise, and lose 
manpower at fantastic costs, when 
it is already there, ready for the 
picking? That is, of course, if you 
can train and excite already-expe- 
rienced casualty men by having at 


their disposal a highly skilled and 
mobile home office servicing force. 

They believe too, and perhaps 
properly so, that they have an “in” 
into the group, business insurance, 
salary allotment, and _ pension 
fields. 

e e e 

And they further believe, that in 
this age of continuing change, they 
can come up (probably because 
they have no preconceived experi- 
ence) with new products, new 


ideas (many in the package field). 

Now, all of this is pretty straight 
thinking, and no one in his right 
mind should brush it aside. But 
there are a couple of big “ifs” 
involved: 

—If these casualty companies 
can harness independent brokers 
into cohesive units on whom they 
can rely. 

—lIf they haven't started some- 
thing that will undoubtedly back- 

(CONTINUED ON PAGE 38) 
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We 
salute 
a career 


man... 


| We are proud of the election of ALBERT C. 
ADAMS to the office of President of the National 
Association of Life Underwiters. 


In his tireless efforts on behalf of NALU he has 
7 matched the zeal which always has characterized 
| his career with the John Hancock. 


His selection to the position of leadership is a 
tribute to all career life underwriters. 
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Leading a Chi- 
cago contingent 
at the NALU 
meeting in De- 
troit are Mr. and 
Mrs. Gerhard C. 
Krueger. Mr. 
Krueger is presi- 
dent of the Chi- 
cago association. 
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Vesting 


of renewals with 


Lafayette Life 


in a general agency contract that provides: 


Full 
You get 


To commissions ... lifetime renewals... no collection 
penalties (death, retirement, or termination)... and a generous 
pension plan. You'll be happy...and stay happy... with 
Lafayette’s sound, fair, easy-to-understand contract; with 
Lafayette’s active, friendly support through modern sales 
tools, progressive merchandising methods, interim financ- 
ing, and a liberal, realistic compensation plan. Get. the 
benefits of a “no penalties” contract. Join Lafayette now. 


Write in confidence to M. V. Goken, Director of Agencies... 


Lafayette 


LIFE INSURANCE COMPANY 
LAFAYETTE, INDIANA 
Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, 
Nebraska, Missouri, Pennsylvania, Wisconsin, Kentucky, Virginia, Texas, 
Tennessee, Colorado, Wyoming, New Jersey, Florida, West Virginia, 
Maryland, District of Columbia, Minnesota and adjacent states. 

















Life Agents Have World's 
Toughest, Best Job: Palo 


Umberto A. Palo, Prudential’s 
multi-million dollar producer from 
New Brunswick, N. J., described 
himself to the Thursday morning 
general convention session as “just 
an ordinary guy” without a CLU 
designation and lacking the great 
technical knowledge of a tax con- 
sultant or estate planner. 

Mr. Palo said he is a salesman 
who is particularly proud to be a 
salesman of life insurance, the 
greatest product ever conceived 
by man. 

Life insurance salesmen have the 
greatest job in the world, but also 
the toughest because they sell the 
intangible. The sale of life insur- 
ance is the greatest job because 
the harder the salesman works, the 
more good he does; and the more 
good he does, the more he earns. 

Mr. Palo said his wife, son and 
parents are the motivating factors 
behind his success. The wives of 
insurance men pay the real price 
by their sacrifices of so much of 
their husbands’ time. 

Everyone A Prospect 

Everyone is a prospect for life 
insurance. Mr. Palo sees many peo- 
ple and talks to everybody. One 
of the greatest sources of prospects 
is a satisfied client. An insurance 
salesman’s family and friends are 
among his best prospects, too. 

Pointing to the law of averages, 
he said that after a number of 
“no’s,” there will be a “yes.” Agents 
must have the courage to go on 
asking people to buy because sales 
are made only by those who seek 
them. 

In an interview, the agent should 
have control. He must first make 
the prospect believe that the sale 
means more to the prospect than 
it does to him. An agent should 
always speak of death in a definite 
manner saying, “when you die,” 
not “if you die.” Mr. Palo does not 
sell policies, he sells benefits. 
Agents should avoid technical in- 
surance language in an interview 
he said. 

Protection Primary Aim 


Since Mr. Palo feels that the pri- 
mary function of life insurance is 
to protect widows and orphans, he 
will not accept “no” for an answer 
in an interview, where children 
are involved. Prospects should be 
given a chance to talk, so the agent 
knows what his prospect’s feelings 
are. Always aim high, because a 
program can be adjusted to a lower 
figure. But it is up to the prospec‘ 
to make this move to cut down. 

Mr. Palo recommended the one 
interview sale. If too long a time 
elapses between interviews, the 
prospect’s thinking may be dis- 
turbed by someone who has no 
concept of the value of life insur- 
ance. Mr. Palo “closes” all through 
the interview, whenever there is an 
opportunity. The prospect should 
be asked to buy as many times as 
he says “no” and then once more. 


He recalled that he had made one 
sale after asking the prospect to 
buy 39 different times during a 6- 
hour interview. Thirty-eight times 
the answer was “no,” but the 39th 
time it was “yes.” 

Objections are a necessary part 
of a successful interview, Mr. Palo 
said. He showed how he handles 
various types of objections. For 
instance, to the man who says he 
wants to think it over, Mr. Palo 
will say, “Go ahead and _ think 
about it. I'll wait right here till 
you've made your decision.” 





New York Life Executives 


Attend Convention, Dinner 


Hosts at the New York Life din- 
ner Thursday night in Statler ho- 
tel include President Clarence J. 
Myers; Dudley Dowell, executive 
vice-president; Raymond C. John- 
son, vice-president in charge of 
agency affairs, and Paul A. Norton, 
vice-president. 

Also, F. Michler Bishop, field 
secretary; Howard H. Conley, as- 
sistant vice-president; William 
Naylor, administrative assistant; 
John Poinier, director of brokerage 
sales; Mrs. Amelia E. Reichert, 
agency secretary; Ervin C. Jones, 
2nd vice-president, and Robert O. 
Bonnell Jr., sales supervisor. 





Life of Virginia Dinner 


Life of Virginia’s hosts at its 
Thursday night dinner in Carl’s 
Chop house are George F. Al- 
bright, assistant to the president; 
Albert M. Orgain, 2nd vice-presi- 
dent; Paul J. Williamson, assistant 
vice-president; A. E. Crowe, as- 
sistant secretary, and Robert J. 
Malcolm, regional director of agen- 
cies. 





Sun Life of Canada Hosts 


Sun Life of Canada’s dinner 
Thursday night at Sheraton-Cadil- 
lac hotel has as hosts M. D. Loucks 
and K. H. Deane, superintendents 
of agencies in the eastern and west- 
ern U. S. divisions, respectively; 
W. R. Walters, superintendent of 
sales promotion and training; W. 
W. McAlpine, supervisor of train- 
ing; R. G. McKercher, associate di- 
rector of agencies, and A. M. 
Campbell, executive vice-president. 





For United Benefit Life 


Attending the convention as rep- 
resentatives of United Benefit 
Life’s home office are D. E. Laugh- 
lin, senior associate of the life 
training department, and E. R. 
Christofferson, regional supervisor 
of the Great Lakes division. 





Crown Life Representative 


I. M. Gilbert, agency vice-presi- 
dent of Crown Life, is representing 
the home office at the convention. 
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WELCOME to the N. A. L. U. MEETING from DETROIT! 


The Motor City Life General 
Agents and Managers listed be- 
low are happy to extend their 
warmest WELCOME to the 
members of the NATIONAL 
ASSOCIATION of LIFE UNDER- 
WRITERS on the occasion of 
their 68th annual convention. 
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THE MANUFACTURERS LIFE 
INSURANCE COMPANY 


W. M. Milligan, C.L.U. R. W. Schmid, C.L.U. 
Branch Manager Branch Manager 

1880 Penobscot Bldg. 439 Curtis Bldg. 
WOodward 1-3191 TRinity 5-3230 


THE MACCABEES 


Great Camp for Michigan 


L. F. Ayer, Great Commander 
402 Maccabees Building TEL: Temple 1-3435 


DETROIT MUTUAL INSURANCE 
COMPANY 
Home Office 


RAY E. LARIMER, President 
L. W. SCHLEH, Exec. Vice President 
JOHN E. JONES, Secretary & Agency Director 
8855 Woodward Ave. TEL: TRinity 3-6500 








R. G. WAYLETT AGENCY 


NORTH AMERICAN LIFE 
ASSURANCE COMPANY 
29th Floor, David Stott Building 
TEL: WOodward 1-6367 
Northwest Branch Central Branch 
15900 W. MeNichols 10515 W. McNichols 


HAROLD S. NORMAN 
& ASSOCIATES, INC. 


General Agent 


PROVIDENT LIFE & ACCIDENT 
INSURANCE COMPANY 


2853 Guardian Bldg. Tel: WO 1-3477 


F. E. McMAHON 


General Agent 


AETNA LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


9th Floor Guardian Building —_ Detroit 26, Mich. 








FRANK W. HOWLAND, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
1680 National Bank Building WOodward 3-3060 
Serving Detroit since 1855 
We invite your brokerage and surplus business. 
Liberal retention limits for Standard and Sub- 

standard cases. 


FRASER E. POMEROY 


General Agent 


NEW ENGLAND MUTUAL 
IN DETROIT 


1853 Penobscot Building Tel: WOodward 3-0300 


LLOYD J. LYNCH, INC. 


General Agents 


Cc D Lire INSURANCE are. 
oF BcsTOnm. MassacwusETTS 


Ground Floor, National Bank Building 
Telephone: WOodward 1-2730 Detroit 26, Mich. 








WILLIAM H. KLINGBEIL 
Manager 
THE PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


Detroit Agency 


Suite 1421 National Bank Bldg. 
Detroit 26, Mich. Tel: WOodward 3-3100 


Wayne McCarthy, Brokerage Manager 


ROLAND D. BENSCOTER 


General Agent for Michigan 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


18943 James Couzens Highway 
Telephone: UNiversity 4-0320 


Detroit 35, Mich. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


CHARLES CARROLL OTTO 


General Agent 
28 W. Adams Detroit 26 


Telephone: WOodward 3-6306 








CHARLES E. STUMB 


General Agent 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
Suite 1521 National Bank Building, Detroit 
WOodward 1-0922 


ARTHUR P. JOHNSON 


Agency Manager 
THE GREAT WEST 
LIFE ASSURANCE COMPANY 


“THE PROGRESSIVE AGENCY IN DETROIT” 
1700 Penobscot Building Detroit 26 


Ordinary Cases a Breeze 
... Difficult Cases a Specialty 


CONTINENTAL ASSURANCE 
COMPANY 


Detroit Branch Office 
725 Ford Building WOodward 5-5930 


HERBERT A. CARR, MANAGER 








ROBERT S. GAY 
Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite 900, 645 Griswold St.. Detroit. Mich. 
23936 Michigan Ave., Dearborn, Mich. 
1514 N. Woodwaru, ww, al Wu ., wircat. 
20879 Mack, Grosse Point, Mich. 
908 Security Bldg., Windsor, Canada 











BILL A. SCHAUER 


General Agent 
THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


220 West Congress Street Detroit 26, Michigan 
WOodward 2-7100 








RAY H. WERTZ 


General Agent 


LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 
2840 Guardian Building Tel: WO 1-9131 
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Among those who participated in the Women’s Quarter Million Dol- 
lar Round Table program at the NALU meeting in Detroit this week 
are, left to right, Arleene Owen, American United Life, Kennett, Mo.; 
Margaret A. Vogelsang, Connecticut Mutual, Manitowoc, Wis., new 
chairman of WQMDRT, and Valerie Kasurak, Excelsior of Canada, 
Windsor, Ont. 
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Pilot Life—the company with the big plus—pays the rent when 
the tenant cannot. 

Now the company that pioneered so many new concepts in 
insurance stands in the foreground again with Mortgage-Rent 
Payment insurance. 

Pilot Life’s Accident & Health Department now gives 
financial protection to people paying mortgage and rent money. 
It is no longer necessary for a home owner to lose his home or 
“get behind in the rent” because sickness or accident suspends 
his income. 

And now a home owner can have double Pilot protection. If 
income ends because of his death, Pilot Life pays off the mortgage 
with Mortgage Redemption insurance. If income is suspended 
because of sickness or accident, then Mortgage-Rent Payment 
insurance makes the payments. 








Dita Y, be Insurance Compuny 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 
O. F. STAFFORD, PRESIDENT GREENSBORO, NORTH CAROLINA 





Says Agent Should Make Choice: 


Specialist Or General Practitioner 


The first thing an agent ought to 
do, if he is interested in personal 
development, is 
to decide 
whether he will 
be a specialist or 
a general practi- 
tioner, said Wil- 
liam J. Hamrick, 
agency vice-pres- 
ident of Gulf 
Life, in his talk 
at the agents’ 
forum, in which 
he was a panel- 
ist. After making this decision, the 
agent should them strive to excel in 
his chosen field, said Mr. Hamrick 
—adding that it takes a high degree 
of training for either type of acti- 
vity. 





W. J. Hamrick 


By W. J. HAMRICK 


There is no doubt about it—the 
parade is moving. To join or not to 
join, that is the question. In fact, 
many parades are moving and the 
decision may be which parade to 
join. 

There are many new trends in 
our business. To do nothing, or to 
think nothing about them, will not 
change the results—except for you. 

For many years agents have 
competed among themselves in the 
development of new sales ideas and 
in the sale of life insurance. 

Now everyone seems to have 
joined in the parade, even the ac- 
tuaries, who are staying up nights 
to develop new and appealing pol- 
icy forms. 

It is even rumored in some com- 
panies that million dollar produc- 
ers have taken a liking to actuaries, 
especially those who are ingenious 
enough to have developed unusual 
rates and benefits that were help- 
ful in outwitting the competition. 

There is no denying it, one of 
the most important trends in our 
business is the trend toward new 
s‘yles in life insurance; and they 
are overdue, compared to other 
businesses. 

The food dealers are experts at 
combining different items of food 
into a single package. For exam- 
ple, think of frozen dinners, raisin 
bran, spaghetti dinners, and, of 
course, the great varietv of cake 
mixes now available to the house- 
wite. 


Started Packaging 


In our business we have made a 
toward packaging benefits 
with the family policy. We mav 
have seen only the beginying of 
the combination policy with mul- 
tiple benefits. 

Tt may soon become common- 
place to buy one poliev combining 
a cleanup fund, family income, dis- 
elitv henefits, hospital and sur- 
vice] benefits, major medical, and 
re‘irement benefits—all in a single 
policy. 

T heard of one the other dav 
‘hich included a $1.000 wedding 


start 





gift for each daughter upon mar- 
riage. 

‘There are some today who seem 
to think that special policies and 
sales gimicks will solve all our 
sales problems. 

Emerson started this old cliche 
about “the better mousetrap” a 
hundred years ago. It wasn’t true 
then, and it won’t work today. 

New policy development is im- 
portant, but when all companies 
have a full line of special policies, 
with low rates, high commissions 
and special benefits, the real sales 
records will still be made by those 
ingenious salesmen who recognize 
that, although policy development 
is important, personal development 
is more important. 

The first thing a salesman ought 
to do, if he is interested in personal 
development, is to decide whether 
he will, be a “specialist” in our bus- 
iness or a “general practitioner,” 
Then he ought to excel, whatever 
may be his choice. 


Develops Sales Pattern 


The specialist develops for him- 
self a sales pattern, learns to render 
one useful service, and looks for 
prospects in that market. He may 
be a group specialist, a pension ex- 
pert, he may major in business in- 
surance, or he could make a living 
selling weekly premium insurance. 

The general practitioner recog- 
nizes his market as being among 
those prospects who need a vari- 
ety of services. Perhaps he may 
live in a small town, where there 
is not a sufficient market in any 
one specialized line for him to con- 
centrate on that market. Therefore, 
he qualifies himself to rénder all 
kinds of services and takes his 
prospects as they come. 

This is an important trend in 
our business and one that is likely 
to grow, with the specialist spe- 
cializing more and more and the 
general practitioner selling all 
kinds of personal benefits. 

Make no mistake about it—it 
takes a high degree of training to 
be a specialist and equally as much 
to be a general practitioner. 

In our business training starts 
when you enter the business and 
never, never ends. You don’t run 
out and grasp it—you run to keep 
up nowadays. 

Another important trend appears 
to me in the attitude a lot of agents 
have in selling only price. Today 
it’s a fad to sell net cost. 

What these net cost specialists 
fail to tell the prospect is that he 
has to cash in his policy to make 
the net cost figures work out. It is 
actually possible to spend so much 
time emphasizing what the policy 
will do if you quit that we forget 
to tell the prospect what the plan 
will do if vou don’t quit. 

There is a lot of term insurance 
sold today, perhaps too much. We 
hear of regular term, term on term. 
renewable term, renewable and 

(CONTINUED ON PAGE 31) 
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| Salary Savings Sale Built On Social 
| Security Proves Lucrative Package 
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Hazel B. Shafer, agent of Equi- 
table Society at Roanoke, paid for 
120 lives for a to- 
tal volume of 
about $400,000 
through June of 
this year, concen- 
trating on get- 
ting her volume 
through a large 
number of cases. 
At the “Sellara- 
ma” put on by 
Women’s Quar- 
ter Million Dol- 
lar Round Table Sunday during the 
NALU convention at Detroit she 
told how she sells salary savings 
plans built around social security 
benefits as a base. 


By HAZEL B. SHAFER 


My most lucrative “package” is 
in salary-savings. After selling the 
employer on the idea that it would 
be good business to provide his em- 
ployes a tool through which, if they 
desire, they may solve their own 
retirement problems, I then set up 
shop within that organization. 
Once or twice that set-up has been 
very nice and quite comfortable— 
the company providing an office 
and feeding the employes to me 
one after the other. 

However, in most cases I find 
that it is better to move into the 
plant itself, where the production 
is actually going on. On many oc- 
casions a card table and a couple 
of chairs in the corner of the room 
have constituted my office. Once 
it was an old dead-tired work 
bench and a couple of metal drums 
turned over for seats. The foreman 
or supervisor will then send the 
employes to me one after the other. 
The real service to the employer 
comes in the beginning of the in- 
terview—at which time I go over 
very carefully and in detail the 
benefits which he is already pro- 
viding, bringing out the part the 
employer plays in the expense of 
carrying the various benefits. As I 
discuss these, I write them down. 
Listed among these benefits would 
be workman’s compensation, un- 
employment compensation, a de- 
tailed analysis of the group insur- 
ance which is provided, paid vaca- 
tions, bonuses, merchandise dis- 
counts, free laundry service, free 
uniforms, etc., ending with social 
security. 


Provides A Booklet 


My company provides a booklet 
on social security in the center of 
which there is a chart for social 
security coverage. The interview 
with the employe at this point 
would go something like this, “And 
then, of course, John, you have 
your social security. Now, as you 
know, 24% of what you are earn- 
ing is being deducted from your 
Salary each payday.” I write this 
down. “Now, John, you may or may 
not know (half the time he doesn’t) 
that Pannill Knitting Co. matches 





Hazel B. Shafer 


that figure.” I write that down 
as I’m talking, draw a line and 
total it. “So actually, John, in spite 
of yourself, you are saving 414% of 
what you're earning, because that 
amount is being sent to the Social 
Security Administration and is be- 
ing deposited to your account. 
There it is left to grow—month 
after month, year after year. Then, 
when you are 65 years of age, it is 
then returned to you in the torm of 
a lifetime income. Now, John, 
based upon what you are now earn- 
ing—If you never earn anymore 
than you are now, when you're 65 
years of age you will be entitled 
to $93.50 per month for the rest of 
your life.” (I chart this in as I’m 
talking.) “When Mary is 62, she 
will be entitled to one-half of what 
you are entitled, so the two of you 
together will be entitled to $140.30. 


“In the meantime, John, there is 
always the possibility you may not 
live to be 65. As a matter of fact, 
either one of us could start home 
tonight and some fool driver knock 
us to kingdom come! Of course, 
we don’t expect that to happen, 
and we certainly hope it won't, but 
it could! If it should, Mary would 
then be a widow, with three chil- 
dren under 18 years of age for six 
years, until Johnny is 18, and as 
such for that period would be en- 
titled from your social security to 
$200 per month. At that time, Mary 
would be a widow with only tw. 
children under 18 for two more 
years, until Norma Jean is 18, and 
would draw $187.20 per month. 
Mary would then have only Susan 
under 18, so for the next four years 
would be entitled to $140.40 per 
month. 


Social Security Gap 


“At that time, John, Mary would 
be 47 years of age, and would then 
go into what we call a social se- 
curity gap period, during which 
she would receive nothing at all 
from social security. Fifteen years 
later, however, at her age 62, she 
would again pick up, and be en- 
titled to $70.20 per month for the 
rest of her life. Now, John, there 
is one more benefit from social se- 
curity, and that is a burial fund, 
which is available at the time of 
your death, which in your case 
would be $255 that would be paid 
in a lump sum.” 

e J e 

I now hold up the completed 
chart, and say something like this: 
“So, John, this is the foundation 
of your security—the basis of your 
entire financial str ucture—for 
yourself if you live, for your family 
if you do not! Actually, John, this 
is the figure (and I check the re- 
tirement figure) that prompted 
Mr. Pannill to start this salary- 
savings unit here at Pannill Knit- 
ting. He recognizes, as do all of 
us, that as good as social securitv 
is, if we reach 65 and haven’t saved 

(CONTINUED ON PAGE 30) 


Mapping cam- 
paign strategy at 
the NALU meet- 
ing at Detroit are 
Charles Tomlin- 
son, left, Bankers 
Life of Iowa, 
Madison, Wis., 
who is campaign 
manager for 
F. G. McNamara, 
right, Old Line 
Life of Milwau- 
kee, Waukesha, 
Wis., a candidate 
for trustee. 








Pru Executives On Hand 


For Meeting And Reception 


A large delegation of executives 
from Prudential’s Newark home 
office and regional home offices is 
attending the convention. A recep- 
tion is being held Thursday night 
in Sheraton Cadillac hotel. 

On hand are Orville E. Beal, 
executive vice-president, Paul B. 
Palmer and Sayre MacLeod, vice- 
presidents, all of the Newark home 
office; Charles W. Campbell, vice- 
president, Jacksonville home of- 
fice; James E. Rutherford, vice- 
president, Chicago home office; 
Alexander Query, vice-president, 
Minneapolis home office. 

Also, W. Jackson Letts, 2nd 
vice-president, Houston home of- 


fice; Alan L. Reed, Alfred D. 


Rosner, Kenneth C. Foster and 
Ardell T. Everett, all 2nd_ vice- 
presidents from the Newark home 
office; Frederick A. Schnell, 2nd 
vice-president, Los Angeles home 
office, and James G. Shuttleworth, 
2nd_ vice-president, Minneapolis 
home office. 

Also, Floyd K. Bennett, William 
K. Kalteissen and Duncan Mac- 
farlan, executive directors of agen- 
cies at the Minneapolis, Newark 
and Jacksonville home offices, re- 
spectively; William V. Winslow 
Jr., director of agencies, Newark 
home office; Leon L. Tracy, asso- 
ciate director of agencies, Newark 
home office; Louis E. Kelly and 
Charles H. Lindner, directors of 
agencies at the Minneapolis home 
office, and Harry E. Wilkinson, 
executive director of agencies at 
the Los Angeles home office. 




















One of the Nation’s Strongest 
By Any Standard of Comparison 
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OPPORTUNITY—For men, now active, under age 
45 as General Agents with liberal and at- 
tractive General Agents Contracts, or Re- 
gional Supervisors with salary, commissions, 
expenses, incentive bonuses. 


TERRITORY—Ark., Colo., N. Dak., S. Dak., Hawaii, Ill., Ind., 
la., Kans., La., Minn., Mo., Neb., Okla., Ore., Utah, 


If interested as a broker, general agent, or 
supervisor, write to Wylie Craig or 
Bennett Taylor, Vice Presidents. 


NATIONAL FIDELITY 


VWIMIUWHCE 


W. RALPH JONES Srecezont 
KANSAS City 6, MISSOURI 


LIFE, ACCIDENT AND HEALTH, HOSPITALIZATION, GROUP 
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Di Mi colthas scot Me santes 
you to visit our Home Office in the 
heart of Dynamic Detroit's cul- 
tural center. just ten minutes from 
your downtown headquarters, Come 


in alt any | 











ae Wl conbess was founded in 1889 in ca 


Atte later moving fo Michigan. In 1927 we 
occupied our present | Office building, She 
largest 7) = Office in Michigan. The Polnctiihees 


has over $415,000,000 insurance in force and more 


than $110,000,000 in assets. 
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MACCABEES 
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Margaret Vogelsang 
Is New Chairman Of 
WQMDRT For ‘57-58 


Mrs. Margaret M. Vogelsang, 
Connecticut Mutual, Manitowoc, 
Wis., was elected 
chairman of Wo- 
men’s Quarter 
Million Dollar 
Round Table— 
renamed Wom- 
en’s Leaders 
Round Table-— 
at the annual 
business meeting 
Monday. She 
succeeds Alberta 
M. Light, Na- 
tional Life of Vermont, Detroit. 

Suzanne Audet, Prudential As- 
surance, Quebec, was elected vice- 
chairman. Florence H. Axelson, 
State Mutual, Minneapolis, and 
Helen Tall, New England Life, 
Towson, Md., were chosen direc- 
tors. Bertha B. Macfarlane, Pan- 
American Life, New Orleans, 
headed the nominating committee. 

Mrs. Vogelsang, in the business 
since 1938, has been secretary, 
treasurer and vice-president of her 
local association, a director of the 
state association and a_ national 
committeewoman. She is a_ life 
member of WOMDRT, a member 
of Wisconsin State Leaders Club 
and of Connecticut Mutual’s Pres- 
ident’s Club and OQMD Corps. 





M. M. Vogelsang 


Northwestern Mutual, 
Other Companies Act 
As Hosts At Dinner 


Northwestern Mutual’s dinner 
Thursday night at Fort Shelby ho- 
tel has as hosts Grant L.. Hill, vice- 
president and director of agencies; 
Harold \V. Gardiner, director of 
education and field training; Wil- 
lard H. Griffin, Robert I. Templin 
and Benjamin B. Snow, superin- 
tendents of agencies; O. Alfred 
Granum and R. H. Pickford Jr., 
assistant directors of agencies. 


Hosts at Penn Mutual’s dinner 
Thursday night at Park Shelton 
hotel are: D. Bobb Slattery, vice- 
president; Wallis Boileau Jr., 2nd 
vice-president, and George A. Ben- 
nington IIT, superintendent of 
agencies. 


Joe B. Long, vice-president ; Ed- 
mund M. Randolph and George P. 
Smith, superintendents of agencies, 
are hosts at the State Mutual din- 
ner Thursday night at Statler hotel. 


Hosts at the Bankers Life of 
Iowa dinner Thursday night at 
Whittier hotel are: M. E. Lewis, 
agency vice-president; J. J. Maher, 
director of new agency develop- 
ment, and R. D. Hamill, director 














of sales service. 





Solomon Huber 
Invites You to Use 
his “Notebook” 
to Pre-Sell 


NOW AVAILABLE 
TO YOU ON "NO 
RISK” TRIAL BASIS! 


To expand your contacts and influence 
in your profession, you can do exactly what 
Solomon Huber and many other successful 
agents are doing: send your policyholders 
and prospects the famous Notebook, an 8- 
page monthly booklet imprinted with 
YOUR NAME as author, editor, publisher. 

The booklet will help “pre-sell’” your 
clientele on your suggestions and recom- 
mendations, because it is written and pro- 
duced specifically for this important func- 
tion in selling. It pre-sells your clients 
on you as an outstanding life underwriter 
in your community. Thus it paves the way 
for your follow-up work, improves your 
selling efficiency and increases your sales. 
The Notebook does much of the work you 
would have to do in a sales call, at a cost 
per copy that is less than that of a ’phone 
call—from 7¢ down, depending on quantity. 

You can join Mr. Huber and the hundreds 
of successful agents who enhance their in- 
fluence, prestige and incomes from using 
the Notebook. Try it on a ‘‘no risk” basis— 
but please send coupon now, since we 
strictly limit the number of subscribers in 
each area. 





EXECUTIVE EDITOR OF 
THE NOTEBOOK— 
SOLOMON HUBER, 
C.L.U. widely known head 
of an outstanding New 
York Agency devoted en- 
tirely to estate planning, 
Mr. Huber also has an in- 
terest in this publishing 
venture and serves as Ed- 
itor of ESTATE PLAN- 
NERS QUARTERLY. He 
is a member of the faculty of the New School 
for Socia! R‘starch, noted speaker and author 
of hundreds of articles on esiate planning, 
programming. wills, e.c. His ag-ncy holds the 
Notebook franchise in N2w York City. 














Special No Risk Offer! 


If you are not satisfied with the NOTE- 
BOOK, return the copies in 10 days, and 
the charge will be cancelled. 








| THE NOTEBOOK, Inc., Dept. NU-1, 
| 215 W. 34 St. New York 1, N.Y. | 
| 


| OIf my territory is still open, please begin 
| my NOTEBOOK subscription with | 
epee ae copies each month, starting | 
| now. (minimum 100) : 
| I understand I _ will receive without | 
| — 50 NOTEBOOK Introduction | 
‘ards. 

0) Please send more information and | 
| 
| sample copies of THE NOTEBOOK. | 


| Bottom Imprint; name, company, street | 


| address, phone, exactly as you want it 
printed, together with slogan. | 
| 
| PRICES 
| 100 copies.....$ 7.15 [© Check enclosed 
| 200 copies... 1c (deed ives aa 
300 copies..... 14.60 ~ . | 
1 400 copies. :: 17.80 delivery of first 
l 500 copies..... 21.00 issue. | 
DN coon Oi as, aan | 
PE ETT ETS | 
MN. Sha 6 Lee dé slaw «sare Zone..... State........ | 
NOTE: If you enclose check with order, | 
zou a receive 25 additional Introduction | 
ards. 
d 
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Group Committee Restates 
Its Concern On ‘Jumbo’ 


Though unwilling—by a 7-to-2 
vote—to seek denial of income-tax 
shelter for jum- 
bo group lines, 
the NALU 
group insurance 
committee, in its 
draft report sub- 
mitted in  ad- 
vance to nation- 
al council mem- 
bers, reiterated 
its deep concern 
about jumbo 

Harry N. Phillips limits and other 
group practices it has attacked as 
abuses. 

Following is an abridgment of 
the draft version, the principal por- 
tion omitted in condensing being 
the section on welfare funds. The 
committee is headed by Harry N. 
Phillips, Sun Life of Canada, San 
Francisco. 

At times our committee wonders 
how seriously the general member- 
ship views the problems which 
have developed in the field of mass 
coverages. 

Has the effort exerted over the 
years by a few committee members 
been worthwhile? 

Are the dangers as serious as 
some of us regard them? 

Should we stand aside and let 
the future take care of itself? 

Are some of us in this associa- 
tion publicly condemning certain 
practices as evil and while doing 
so, perhaps furtively indulging in 
the very practices we criticize be- 
cause we happen to have a case 
we can write? 

Are we so Pollyanna-ish that we 
seriously believe that the agency 
system, which has done so much 
for the public and our industry 
over the past hundred years, is 
impregnable ?. 


Sit Down And Think 





Let us sit down with ourselves 
and THINK! Let us give more 
than passing thought to Kipling- 
er’s prediction in the June, 1957, 
issue of the magazine, Changing 
Times, that 25 years from now: 

“|... Most insurance will be 
through group coverage, with the 
premium paid through your em- 
ployer or trade or professional as- 
sociation. . . .” 

And, certainly, let us not over- 
look the following passage in the 
annual report given on May 17, 
1957, by Harold Baird, then presi- 
dent of the New York state asso- 
clation : 

“... I do not know how accu- 
rate company vice-presidents are 
in predicting trends in our busi- 
ness. Two from the same company 
made these observations about an 
hour apart: (1) Unlimited group 
insurance should not deter an in- 
dividual from buying personal ordi- 
nary insurance; (2) The time is not 


far distant when an individual earn- 
ing $5,000 a year will be covered 
by group death benefits equal to 
eight times annual earnings .. .” 

But what are we going to do 
about the mass coverage problem? 
What have we done? 

1. With the active cooperation 
of NALU, the National Assn. of 
Insurance Commissioners some 
years ago drafted a model group 
life insurance definition for even- 
tual enactment by the various 
states and territories. This model 
definition includes the so-called 
$20,000/$40,000 or “20/40” maxi- 
mum amount limit formula. 
Twenty-four jurisdictions now 
have such limits (counting Colo- 
rado, which actually has a 21/40 
limit). Four others have a flat max- 
imum $20,000 limit, and four have 
modified limits ranging as high as 
$100,000. 


No Statutory Limits 


However, 18 states -have no sta- 
tutory limits at all, and among 
these are the highly important in- 
dustrial states of Delaware, Massa- 
chusetts, New York, Michigan and 
California. (Note: California and 
Virginia actually have limits of 
$50,000 and $20,000 respectively, 
but these are applicable only to 
trustee group cases.) Despite con- 
siderable efforts to have legisla- 
tion enacted this year in New York 
and Michigan, failure resulted. 

2. On April 15, 1957, by direc- 
tion of the board of trustees, Vice- 
president Adams, your chairman, 
and General Counsel Dunaway, 
met in New York City with a new- 
ly appointed special joint group 
committee of the American Life 
Convention and the Life Insurance 
Assn. of America. This is a “high- 
level” committee composed of pres- 
idents and vice-presidents of a 
number of both group-writing and 
non-group-writing companies. 

At that meeting, the spotlight 
was clearly focused upon the prob- 
lems of jumbo limits; synthetic, 
or hybrid, group plans, and direct 
writing, or commission-free busi- 
ness. The meeting was purely ex- 
ploratory in nature, and no deci- 
sions were sought or made. 


To Hold More Meetings 


We understand that further 
meetings of the ALC-LIA commit- 
tee are to be held, and representa- 
tives of NALU have already been 
invited to participate. However, 
both past experience and present 
evidence seem to indicate quite 
clearly that even in the event that 
(1) the ALC-LIA committee were 
to reach agreement on a new sta- 
tutory maximum amount limit for- 
mula and (2) the governing bodies 
of those two organizations were to 
approve the formula, neither asso- 
ciation could gain the necessary 

(CONTINUED ON PAGE 40) 





Resplendent in 
Kentucky “colo-— 
nel” ties are two 
men from Lex- 
ington at the 
NALU meeting 
in Detroit. They 
are Otis C. Amis, 
Ohio State Life, 
campaign mana- 
ger for Paul Mar- 
tin, right, Metro- 
politan, a candi- 
date for trustee. 








CENTRAL LIFE A leader and... 





Preferred Combination Life (PCL) 
. with true graduated premium! 


Disability Income Continuance (DIC) 


. . revolutionary new disability income! 


Preferred Investment Plan (PIP) 


-.. premium return and dividend profits! 


Wife Insurance Plan (WIP) 


. with more protection when it’s needed! 


Family Insurance Plan (FIP) 


... WIP plus children 14 days to 25 years! 


Family Instalment Group (FIG) 


- . one monthly payment for all premiums! 


All introduced by ONE OF THE BEST 


Coutial Le 


ASSURANCE COMPANY, 


Progressive and competitive, yes ... but not 
at the expense of financial security 

P ffi ene ASSETS 

SURPLUS 

INSURANCE 

IN FORCE 


DES MOINES 6, 


IOWA 


$150 Million 
$ 13 Million 


$490 Million 





LIFE 
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Group, Qualification 
Laws Occupy State 
L&L Committee 


Group insurance and_ agents 
qualification laws took up most of 
the time of the state law and leg- 
islation committee. 

Frank M. Akers of Georgia 
called attention to the danger that 
if group coverage per-life is per- 
mitted to be unduly high the pres- 
ent income-tax shelter for all 
group life may be lost. 

Bb. C. Minner of Beckley, W. Va., 
said. West Virginia has the 20/40 
limit and next session of the state 
association will try to get a law 
passed to put a tax of $2 per $1,000 
on any kind of group insurance. 

All the others who spoke on this 
proposal expresseds opposition. 
Their main ground was that this 
would open the door to similar 
legislation enacted by Congress. 
Also, some objected that states 
might single out other forms of 


insurance, such as endowments, 
for special tax treatment. 

Oren D. Pritchard, Union Cen- 
tral manager at Indianapolis, 
NALU secretary, and the chair- 
man of the state law and legisla- 
tion committee, said it has been 
found futile to introduce extra- 
territorial bills to regulate group, 
as they are usually defeated. 

e e e 
David Blumberg, Massachusetts 


Mutual, Knoxville, Tenn., said 
that in some states the commis- 


sioner licenses the agent if he 
passes his company’s — training 
course. Nobody has to show 


proof that the course was actually 
passed, however. This doesn’t con- 
stitute a real qualification meas- 
ure, he said. In states where 
the combination companies are 
strong, it must be remembered 
that they don’t want the most 
stringent type of agents qualifica- 
tion bill passed. 

Joseph B. Davis, Home Life of 


dealing with state legislatures it 
is important to maintain contacts 
with legislators away ‘from the 
large centers, who are more re- 
sponsive to the interests of their 
constituents. 

Horace A. Calkins of Alabama 
made the suggestion that the life 
insurance men keep in touch with 
and work with the fire and casual- 
ty agents in their states because 
the officers of these associations 
have acquired considerable know- 
how in dealing with state legisla- 
tors. 


Continental Assurance Hosts 

Hosts at the Continental Assur- 
ance dinner Thursday night at 
Whittier hotel are Paul C. Green, 
executive assistant; Kenneth P. 
Quinn, Edward N. Malaney and 
Jerome J. Theisen, assistant super- 
intendents of agencies; Richard A. 
Chatfield, assistant director of ad- 
vertising, and Hugh S. Betts Jr., 
director of the career agent pro- 
gram. 








CONGRATULATIONS... 


New York, Detroit, said that in 


ay 


i aie 





to all the National Quality Award Winners for 1957. Your outstanding efforts have 
meant so much in maintaining the high standards that we in the industry have set 
for ourselves. Prudential is proud to have more than 1800 of its United States and 
Canadian members among this year’s NQA Winners. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


INSURANCE ANNUITIES 


SICKNESS & ACCIDENT PROTECTION 


You’ll enjoy You ARE THERE, Sundays, CBS-TV 
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* GROUP PENSIONS 


Local Papers Excel = 
As Promotion Aids 


In Insurance Weeks 


The public relations committee 
of NALU, headed by Elsie Doyle, 
Union Central, 
Cincinnati, stat- 
ed in its draft re- 
port that a sur- 
vey has shown 
October to be the 
best month for 
conducting Life 
Insurance Week 
promotions and 
that the most ef- 
fective pro mo- 
tional means is 
daily paper publicity. The report 
also contained an enthusiastic en- 
dorsement of the way Life Asso- 
ciation News is being operated, 
Following is the portion of the 
draft report dealing with local pub. 
licity and public relations. 





Elsie Doyle 


_ We are happy to report progress 
in an important area—helping lo- 
cal associations with their publii- 
city and public relations problems, 
Since the midyear, NALU has pro- 
duced 30 radio scripts for local use 
in conjunction with news pro- 
grams, sponsored shows and sus- 
taining presentations, or Life In- 
surance Week. A brochure of the 30 
scripts is going to each local and 
state president. 
e e . 

Headquarters has also produced 
(or has in production) about a 
dozen “skeleton” outlines for news 
releases on such subjects as NQA, 
LUTC and CLU, state workshops, 
etc. These have been tested on lo- 
cal publicity chairmen, state Life 
Insurance Week chairmen, and 
executive secretaries. Reactions 
ranged from “very valuable assist- 
ance” to a “giant step in the right 
direction.” Copies of these outlines 
are going to local and state asso- 
ciations. 


Conducted Survey 


Your committee has conducted a 
rather illuminating survey on Life 
Insurance Week (timing, materi- 
als found most useful, etc.). The 
month favored by most respond- 
ents is October. Asked who helped 
most on Life Insurance Week, the 
respondents had practically equal 
praise for NALU, their state asso- 
ciations and the Institute of Life 
Insurance. 


The most widely used publicity 
device, the respondents said, is the 
newspaper article. This opinion 
supported our belief that the new 
“outlines of news releases” will be 
welcomed enthusiastically by local 
associations. 

Next to newspaper items in 
usage were the NALU ad mats 
with which associations publicize 
their membership rosters. Other 
favored publicity devices in de- 
scending order of popularity in- 
cluded: Displays, newspaper ads 
other than membership rosters, in- 

(CONTINUED ON PAGE 30) 














Ind L 





ter ( 
Life. 
man 
tial, 
man 


tonic 
for . 
Veat 
Loui 
year 
on th 
Ju 
Cine 
com! 
By 
offer 
seek: 
prob 
age. 


E. 
ber 
that 
poin: 
and 
part 
bute 
grou 
conf 
ness. 
mou: 

In 
the 
cord: 
use, 
ona 


Fo 
man; 
avail 
acco 
ecuti 
cord: 
ert \ 
Mr. 





2nd Day 


mmittee 
, Doyle, 
Central, 
ti, stat- 
draft re. 
fr a sur- 
shown 
oO be the 
nth for 
ig Life 
> Week 
ns and 
most ef- 
romo- 
eans is 
> report 
istic en- 
e Asso- 
perated, 
of the 
cal pub- 


rOgress 
ing lo- 
* pubii- 
oblems, 
las pro- 
cal use 
'S pro- 
nd sus- 
wife In- 
f the 30 
cal and 





-oduced 
bout a | 
or news 
; NOA, 
kshops, 
| on lo- 
te Life 
n, and 
actions 
assist- 
e right 
utlines 
e asso- 


acted a 
mn Life 
materi- 
). The 
spond- 
helped 
ek, the 

equal 
e asso- 


f Life 





blicity 
is the 
pinion 
e new 
vill be 
y local 


ns in 
mats 
blicize 
Other 
in de- 
ty in- 
2 ads 
rs, in- 


XUM 


| 


| 


2nd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 19, 1957 








Drury Heads GAMC; 
Other Officers Are 
Gestil, Smith, Eklund 


L. V. Drury, Sun Life of Canada, 
was advanced from vice-chairman 
to chairman of 
General Agents 
& Managers con- 
ference of 
NALU at the 
annual meeting 
in Detroit. He 
succeeds L. Mor- 
timer Buckley, 
New England 
Life, Dallas. 

Other officers 
elected are Wal- 
Gastil, Connecticut General 
Life. Los Angeles, Ist vice-chair- 
man: Leonard T. Smith, Pruden- 
tial, Cranston, R. I., 2nd vice-chair- 
man; Coy G. Eklund, Equitable So- 





L. V. Drury 


ter G. 


ciety, Detroit, secretary. 
New directors are Louis Pohl, 
Life of Virginia, Pontiac, Mich.; 


C. Carney Smith, Mutual Benefit 
Life, Washington, D. C.; James 
Stretch, Metroplitan Life, Ft. 
Lauderdale, Fla.; and Jesse N. 
Fletcher, Great Southern, San An- 
tonio, all of whom were elected 
for 3-year terms; and Harry N. 
Veatch, Northwestern Mutual, St. 
Louis, who was elected for one 
year to fill out Mr. Eklund’s term 
on the board. 

Judd C. Benson, Union Central, 
Cincinnati, headed the nominating 
committee. 

By official board action GAMC 
offered its services to NALU in 
seeking a solution to the mounting 
problem of excessive group cover- 
age. 


Motion Passed 


E. A. Ellis, GAMC board mem- 
ber from San Francisco, moved 
that the chairman of GAMC ap- 
point a committee to study ways 
and means whereby GAMC as a 
part of NALU may better contri- 
bute to the solution of the current 
group insurance problems now 
confronting the life insurance busi- 
ness. The motion passed unani- 
mously, 

In other action at the meeting, 
the board established a tape re- 
cording library for local GAMA’s 
use, and voted to put GAMC News 
on a monthly basis. 


Four tape recordings by agency 
management speakers are already 
available for local association use, 
according to Donald A. Baker, ex- 
ecutive director of GAMC. Re- 
cordings from Hugh S. Bell, Rob- 
ert W. Osler, Foster Vineyard, and 
Mr. Baker are available from 
GAMC headquarters. It is hoped 
that six more recordings will be 
available before the end of the 
year, 

GAMC News, which heretofore 
has been published and distributed 
to GAMC members on a bi-month- 
ly basis, will be published on a 
monthly basis beginning with thé 


October issue. 

It also was announced that 
there are now 140 local general 
agents and managers associations 
atfiliated with the national organ- 
ization with the addition of the 
Puerto Rico, Montgomery, Pensa- 
cola, and San Gabriel Valley 
(Cal.) associations. 

With the additional associations, 
the membership in GAMC will 
come close to the 5,800 mark. 


Plans for the increased services 
to individual members and asso- 
ciations include not only putting 
«& AMC News on a monthly basis, 
but also for heavier promotion of 
the GAMC promotion of the study 


courses in agency management 
and district management, mem- 
bership campaigns, organization 


of new associations, and additional 
field work with existing associa- 
tions. 


Mr. Gastil, proposed the ap- 
pointment by state life underwrit- 
ers associations of a general 
agents and managers committee to 
be responsible for encouraging the 
formation of local general agents 
and managers associations wher- 
ever there is an underwriters as- 
sociation with enough manage- 
ment members to make the gen- 
eral agents and managers organi- 
zation work successfully. 
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men and women. 


insurance protection. 


Fieldmen. 











With 20 big ads in Time, Newsweek, the Journals of the 
American Medical, Bar and Dental Associations, and in 
Banking Magazine, Acacia Mutual is directing its current 
national advertising campaign to business and professional 


These advertisements, which feature Acacia’s two new 

low cost, high value whole life policies—The Acacian and 
The Executive—provide information of vital importance 
to “selected prospects” who want and need substantial life 
In addition Acacia is backing this 
advertising campaign with a hard-hitting direct mail 
follow-up program. Giant postal cards, magazine reprints 
and premium notice enclosures, all especially designed to 
pave the way for an Acacia Fieldman’s call, are being 
furnished free to our representatives. 


This advertising campaign and effective follow through 
material typifies the kind of sales support Acacia gives its 
It is another of the many reasons why their 
average annual production, year after year, is among the 
highest in the life insurance business. 


ACACIA MUTUAL 


Life Insurance Company 
Home Office, Washington 1, 
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Florence Axelson Explains How Programing 


Creates Pictures Whic 


h Heip Make Sales 


By FLORENCE H. AXELSON 


Many people who have never 
seen what their life insurance pro- 
grams look like 
are helped to 
make decisions 
when agents do 
program 
ing jobs for 


them, Florence 
H. Axelson, 
State Mutual, 


Minneapo- 
lis, pointed out 





at the “Sella- 
F. H. Axelson rama sponsored 
Sunday after- 


noon by Women’s Quarter Million 
Dollar Round Table. The agent 
working on a programing basis can 
sell service and convince prospects 
to buy more readily when they see 
a picture of their insurance through 


a simple program. 

Catling on prospects or clients 
to seil lite insurance is one of the 
most ditiicult tasks to do, but to 
convince one that there is a need 
by telling them a story is much 
less difficult. Programing helps a 
prospect to make a decision. 

\Ve can coordinate life insurance 
with social security. | usually take 
a prospect’s present micome, to- 
gether with insurance if he has 
any, as a basic start. Then there is 
his group insurance, if any, which 
most clients like to stress as being 
important. This is very true, but 
after all, it is only term insurance 
and good only as long as they are 
employed in the particular com- 
pany unless converted. Having no 
cash value, it builds no reserves 
for retirement. 

Having made a visual picture in 





it’s a record! 


Guarantee Mutual Life Company’s 
sales for the seven months of 1957 


45% Ah 


The men with The Guarantee, continue to 
record substantial gains in the production 


of new business. 


These 12 Men—Members of the President’s 
Cabinet—were the leaders in total premi- 
ums produced in 1956 and are the guests 
of the Company at the N A LU Convention 


in Detroit. 
Abe Newman Virgil R. Morris 
Lifsitz Agency Hinkle Agency 
Akron, Ohio Grand Island 


Boyd W. Flinders 

Pa Flinders Agency 

4 Burbank, Calif. 
Gordon R. Hallstrom 
Stemsrud Agency 
Brook Park, Minn. 

4 Charles W. Croley 
4 Knutson Agency 
Albany, Ore. 
George L. Kennedy 
Kiplinger Agency 
Omaha, Nebr. 





Gadd Agency 
Milford, Nebr. 


Savage Agency 
Dallas, Texas 


Grabill, Ind. 


Rotthaus Agency 
Loveland, Colo. 


SOUL 


J. D. Anderson 
Agency Vice Pres. 
1805 Douglas Street 
Omaha 2, Nebraska 
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Ralph E. Kiplinger, President A 


Warren D. Rediger 
Richard M. Lines 
Richard E. Sauder 


Clevenger Agency 


Merrill R. Livingston 
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H. Glenn Spearow 
Story Agency 
Sidney 

William S. Hunt 
Leonard Agency 
Tulsa, Okla. 
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the form of an analysis of what his 
present insurance is costing and 
how far it will go when he dies (the 
one thing that is going to happen 
sometime) he is usually convinced 
his family could not get by too 
long and he begins to think about 
doing something about it. After 
all, he wants his family to think 
when he is gone that he was a great 
guy. 


Can Get More Protection 


If he is serious about wanting 
to do something about it, he can 
put an additional “X” number of 
dollars into added protection for 
them and, by the same token, a 
certain portion of that deposit is 
being set aside for himself if he 
lives to retirement age. The sale 
is made for as much additional 
coverage to at least start to do 
what he wants to do for his family 
if he lived to do it himself. 

A copy of the story so far is 
given to him to refer to from time 
to time. Later on, circumstances 
change—new job, additional chil- 
dren or some other unexpected 
thing develops and the alert agent 
gets on the job. The copy of the 
original plan is used to work from, 
and some additional coordinating 
is done. The program is revamped 
and a new copy is given to him. 
This could happen several times 
over a period of years that he is 
your client. 

Many people have never been 
shown what their life insurance 
program consists of. They have 
several policies but there is no 
plan. Many wives do not want 
husbands to buy additional insur- 
ance. They feel it is just another 
bill to pay. If it is explained to 
them and a visual story is told and 
they understand it is for their ben- 
efit if the husband dies, especially 
before the children are on their 
own, and also let them see for 
themselves that so many dollars 
of the premium payments are ac- 
tually coming back to them for 
future delivery if they want it that 
way, they become strong boosters 
for life insurance. Many prospects 
think they are insurance-poor. If 
they see a visual picture through 
a simple program, many change 
their minds because their present 
program won’t begin to do what 
they thought it would do. Conse- 
quently, an additional “X” number 
of dollars can be found to solve a 
certain need, whether it be for re- 
tirement income for themselves, 
income for the family, emergency 


funds, education for the children 
or mortgage redemption. 

Being in this business on a pro- 
graming basis, you can sell sery- 
ice. Most people buy what they 
want, and you can more readily 
convince him to want to buy your 
story when it is programed out 
for him. Furthermore you want 
him to buy from you, so you want 
him to like you as an agent. My 
personal opinion is you can do this 
through service and programing. 
One way to accomplish this is to 
tell a story in such a way he knows 
what his insurance will do for his 
family and how much it costs. You 
help sell yourself by having en- 
thusiasm. Have your heart and 
soul in what you are doing. 

To illustrate what I mean, Frank 
Bettger, in his book, How | 
Raised Myself from Failure to Suc- 
cess in Selling, quoted Abraham 
Lincoln: 

“Tf you win a man to your cause 
first convince him that you are his 
sincere friend. Therein is a drop 
of honey that catches his heart, 
which is the high road to his rea- 
son, and which, when once gained, 
you will find but little trouble in 
convincing his judgement of the 
justice of your cause, if indeed that 
cause be a just one.” 


Know What You’re Doing 


Have a knowledge of what you 
are doing. There are many ways 
to obtain this knowledge, but that’s 
another subject matter. Experience 
is the best teacher and the way to 
get experience is by calling on 
enough people to tell your story 
to. This plan has worked for many 
others. It has worked for me. | 
suggest you try it. The romance 
in it is fun. To sum the thoughts 
I have tried to convey to you, | 
quote from Paul Speicher: 

“Here is a home made desolate by 
death, but healed economically by 
life insurance; a tiny unit in the 
millions of homes that go to make 
up our country. 

“Here is a boy or girl gaily start- 
ing the great adventure of college 
because a father was provident and 
prudent and used life insurance. 

“Here is a business man who 
comes back to his office from the 
funeral of his partner, and who 
finds that his business is solvent 
because there has been life insur- 
ance. 

“Here is an elderly man and his 
wife, resting after vears of bitter 
economic struggle, because there 
is life insurance.” 








At the recep- 
tion for early ar- 
rivals at the 
NALU meeting 
in Detroit were 
Laura M. Ben- 
ham, Prudential, 
Niagara Falls, 
N.Y.; Herbert R. 
Hill, Life of Vir- 
ginia, Richmond, 
and Ruth Kelley, 
Manhattan Life 
general agent, 
Detroit. 
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How to help your child have a better school year 


6 6 Good-bye, Mom..."" Mothers will hear this familiar fare- 


a 


well daily during the school months ahead when 38 million 
children leave for their classrooms. Among these boys and 
girls there will be 4 million youngsters entering school for the 
first time. 


Is there anything you can do to help your child get the best 
possible start in school? Yes, there is. You can take him to 
your family doctor now . . . before school opens . . . for a thor- 
ough medical check-up. 


Although your child may seem to be in tiptop physical 
condition, he could have some totally unexpected impairment. 
For example, slight defects in seeing and hearing can handicap 
a child in his studies and other school activities or cause un- 
necessary absences. Therefore, eyes and ears should be exam- 
ined so that corrective measures may be taken if they are 
necessary. 


You may also find your doctor’s advice helpful in improv- 
ing your child’s general health. Is there room for improve- 
ment in his diet? Are his habits of play, sleep and exercise all 
right? Parents should remember that poor health habits can 





lead to physical and emotional troubles and the sooner they 
are corrected, the better. 


Protection against certain health hazards is necessary when 
a child starts or returns to school. So be sure to have your 
child’s immunization record reviewed . . . and appropriate 
steps taken to bring it up to date if necessary. 


If you are not certain about your child’s protection against 
smallpox, diphtheria, whooping cough, tetanus and polio, 
now is the time to see your doctor. It is most important to 
obtain his professional assistance so you can comply with the 
school’s requirements regarding vaccinations and inoculations. 


Teen-age boys and girls, as well as younger children, benefit 
from regular pre-school check-ups. Physical adjustments, 
weight variations and emotional upsets—all these and similar 
problems are matters which parents may not understand 
too well. 


So why not get your doctor’s help now? Advice based on 
sound medical knowledge may prevent or clear up many 
difficulties of the school years. Your child’s visit to him can 
help assure healthy, happy school days. 





arly ar- COPYRIGHT 1957— METROPOLITAN LIFE INSURANCE COMPANY 
at the 
meeting : 7 
it_ were Metropolitan Life Insurance Company 
I. Ben- (A MUTUAL COMPANY) 
idential, 
Falls, 1 MapIsoN AVENUE, New YorK 10, N. Y. 
rbert R. 
of Vir- 
hmond, 
Kelley, 
n_ Life 
agent, 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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during North American Life’s Fiftieth Anniversary celebration at 
the Edgewater Beach Hotel in Chicago, September 3, 4, 5, 6. 


Charles G. Ashbrook, President of the Company, lauded North 
American's leading salesmen who attended the celebration on the 
basis of their outstanding production during a special 15 month 
sales drive. These leading salesmen included members of the 
Million Dollar Round Table, National Quality Award winners and 
the Company’s leading Life and Accident and Sickness producers 
who had traveled from as far east as New Jersey, and as far 
west as Hawaii. 


During the Golden Anniversary Banquet, Thursday evening, 
September 5, Charles G. Ashbrook announced that North American 
Life was headed for the greatest production year in its history, 
adding impressive momentum to the past five years which has 
lifted North American to one of the fastest growing companies in 
the industry. 


. wish you had all been here! 


NORTH AMERICAN LIFE 


a Reerone Company OF CHICAGO 
R. D. Rogers, C.L.U., Agency Vice President 
NORTH AMERICAN BUILDING CHICAGO, ILLINOIS 
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Intensive Audit Service To Rising Young 
Men Pays Dividends To Joe Thompson Jr. 


Describing his “multi-call system 
on a _ low-pressure basis,” Joe 
Thompson, Jr., 
Northwest- 
ern Mutual, 
Nashville, Tenn., 
told the Million 
Dollar Round 
Table Hour of 
the NALU con- 
vention how he 
uses his inten- 
sive audit service 
as a means of 
building a clien- 

tele among to- 
morrow’s leaders in his area. 

By JOE THOMPSON JR. 

It has been my impression at 
Round Table meetings thus far, 
that if you didn’t have a $100,000- 
case to talk about, you were ex- 
pected to remain respectfully si- 
lent and be an audience to all the 
fellows who sold only $109,000 
policies! 

Therefore, it 





Joe Thompson Jr. 


must be logical to 
believe that I am a member of 
your program this morning be- 
cause there are still a bunch of us 
who qualify by doing the job the 
“hard way’—by a volume of small 
sales through family programing. 

In our city there is a fine avenue 


where the most expensive ladies’ 
:hops are located. One particular 
building is of real quality in out- 
side appearance, with subdued 
lighting and soft music inside. As 
is true in all cities, only two short 
blocks away there is a multitude 
of small shops, with cut-rate ap- 
parel, catering to the dollar-down, 
dollar-a-week trade. On one after- 
noon, the proprietor of one of 
these small shops had taken a walk 
to the fashionable street, and found 
the owner of thé well-to-do store 
out on the sidewalk admiring a 





new window display. ) 
“Ah, Mr. Mitchell,” said the 
small store proprietor, “you cer- 


tainly do have a beautiful store.” 

“Thank you, Mr. McHenry.” 

“And such fine quality mer- 
chandise.” 

“Thank you, Mr. McHenry.” | 

“But you know something, | 
Mitchell,” said McHenry, “I be- | 
lieve I’d rather be in my small 
store over on Third avenue and do 
four times your volume!” 

Speaking for the — hustling 
younger members of this organi- 
zation, I hasten to explain that 
there is nothing wrong with the 
quality of the business we do, we 
just have to have a volume of sales 

(CONTINUED ON PAGE 20) 





Cal-Westen Lifes 
“MILLIONAIRES” 


to the 


1957 NALU 
CONVENTION! 


CALIFORNIA-WESTERN 






GRANT TAGGART 

Cowley, Wyoming 

Life Member, Past Chairman, 
Million Dollar Round Table, 
and Past President, NALU. 


STATES LIFE INSURANCE 





BRYAN C. STANGLE 
Seattle, Wash. 
Life and 1957 

Qualifying Member 





J. J. (Hap) HALLAHAN 
Dallas, Texas 
Life Member 


R. BRUCE PA 
San Antonio, 


Life Member 













| 
| 
ALFRED E. GAUMER 
Red Bluff, Calif. 
Life Member ‘ 
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Texas 
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YOUR HOST CITY IN “39” 


Philadelphia’s Leading 
General Agents and Managers 
Send Cordial Greetings to the 


N.A.L.U. 





68th 


Annual 
Convention 











FREDRICK G. HIGHAM AGENCY, INC. 
GREAT-WEST LIFE 
ASSURANCE COMPANY 


344 N. Broad Tel: RI 6-2783 


ARTHUR R. GREMEL 


Manager 


THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
1500 Walnut St. Bldg. Tel: KI 6-0100 


RALPH H. RICE JR., C.L.U. 
Manager—Philadelphia Agency 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
1401 Walnut Tel: RI 6-6010 

















BENJAMIN M. GASTON, C.L.U. 
Branch Manager 


NORTH AMERICAN LIFE 
ASSURANCE COMPANY 


1830 Philadelphia Natl. Bk. Bldg. 
Rittenhouse 6-8163 


H.S. BAKETEL JR., C.L.U. 


General Manager 
UNION CENTRAL LIFE INS. CO. 


6 Penn Center Plaza Tel: LO 7-2442 


CASPAR W. HAINES 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3 Penn Center Plaza Tel: LOcust 8-2920 











FRED VAN URK AGENCY 
Representing 


UNITED BENEFIT 
LIFE INSURANCE CO. 


123 South Broad St. Tel: KI 6-1500 


FINKBINER COMPANY, GEN. AGT. 
AND ASSOCIATES 


A. C. F. Finkbiner, C.L.U. 
A. C. F. Finkbiner Jr., C.L.U. 


The NORTHWESTERN MUTUAL 


LIFE INSURANCE COMPANY 
1405 Locust St. Tel: KI 6-1234 


WILLIAM G. PIERCE, C.L.U. 
General Agent 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


6 Penn Center Plaza LO 8-2050 











HERBERT M. CADY 


Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


Phila. Savings Fund Bldg. Tel: WAlnut 3-2525 


EDWARD L. REILEY, C.L.U. 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


820 Western Saving Fund Bldg. Tel: PE 5-1456 


THOMAS F. IRWIN AND ASSOCIATES 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


3 Penn Center Plaza Tel: LOcust 8-0535 











L. V. DRURY 


Manager 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


121 S. Broad St. Tel: PE 5-4600 











EUGENE C. DeVOL, C.L.U. 


General Agent and Associates 
Alfred L. Baker Philip E. Rook 
George M. Douthett Frank X. Shoemaker 
Langdon C. Dow Linford D. Stever 
Clifford H. Orr., C.L.U Morris J. Weinraub 
Charles B. Palmer Theodore H. Worthington, C.L.U. 


NATIONAL LIFE INSURANCE COMPANY 
Montpelier, Vt. 


1616 Walnut Street Tel: PE 5-1280 








NORRIS MAFFETT, C.L.U. 


General Agent 


THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


226 South 16th Street Tel: KIngsley 5-1671 
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Intensive Audit Service To Rising Young Men Pays Dividends To Joe Thompson Jr. 


(CONTINUED FROM PAGE 18) 


nia 





to keep up with the “big dogs” in 
this outfit! 

Because the psychology of sell- 
ing is paramount, regardless of 
our technique, I know the subject 
will be interesting to all of you. 

Certainly much has been said 
and written about the _ rising 
young generation, with more ba- 
bies, more houses, more automo- 
biles, more gross national product ; 
and our economists are rapidly 
counting the new offspring and 
predicting still better times to 
come. But I would add a self-evi- 
dent corollary to this promising 
picture. It is simply this: Twenty 
years from now every city in our 
beloved country will be run by a 
new set of business and _ profes- 
sional men. The ones running it 
now (including some of you) will 
either be dead or disinterested. 
Don’t let the top of my head fool 
you; I still hope to qualify as an 


active underwriter 20 years from 
now. 

This is the first theory of “The 
Round Table by Volume”. Instead 
of prospecting where there is a lot 
of money and not much insurabil- 
ity, I have built a clientele who 
are very insurable, who are insur- 
ance-conscious, and now begin- 
ning to come into their rightful 
place in the community. From a 
life underwriter’s viewpoint, we 
all have a wonderful future. (And 
the present hasn’t been too hard 
to take!) 


Provides Audit Service 


Since 1945, I have provided a 
thorough and conscientious audit 
service for a selected group of 
young men. There are now over 
250 of these surveys in my files, 
and in most situations we have 
worked out the options, I have 
encouraged the drawing and revi- 


sion of wills, and generally pro- 
moted a realistic appraisal of the 
true value of these men to their 
dependents. Systematic mailings of 
tax letters and other insurance in- 
formation have provided an excel- 
lent means of keeping in touch 
with this group. 

My personal insurance program 
has been built up to a size which 
creates quite an impression on my 
clientele. This program was_ be- 
gun basically because my family 
needed the protection and because 
I wholeheartedly believe in this 
method of creating an estate. Since 
I believe in my product so thor- 
oughly, I can get enthusiastic 
about it to my prospect. Conse- 
quently, my own insurance audit 
has supplied me with an_invalu- 
able selling document. Building 
my clientele through the service 
approach with a complete audit for 
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As of June 30, Bankers Life 


of Nebraska exceeded the half-billion 
insurance in force mark. With assets of 
over $100,000,000, and 1957 business 
more than 28% ahead of the record year, 
1956, Bankers Life of Nebraska 
continues its remarkable progress. 


Bankers Life 
25222%5° Of Nebraska wom ornce—ucow 








practically every policyholder has 
taken time, work and money—lots 
of it—but I am convinced it has 
been a wise investment. 


Does Civic Work 


In addiion to these efforts, it 
has been my personal philosophy 
(and I expect you share it) that 
being a good citizen is consistent 
with our chosen career. My actiy- 
ities range from local fund-raising 
30 wild-eyed 10-year-olds in the 
Presbyterian Sunday school—and 
this is stimulating, to say the least. 
These activities cause me to be 
constantly working with the same 
general group of young civic lead- 
ers in matters that affect us all— 
and, while I would participate any- 
way, the prestige and good will 
are worth a great deal. Certainly 
it is true all over America that the 
life insurance people do a tremen- 
dous part of the organizing and 
the leg-work required in our civic, 
welfare, and cultural efforts. Let 
me emphasize that my clients are 
aware that I will not discuss mat- 
ters except in my office or in their 
homes by appointment—and none 
of these community services is 
used as an excuse for such a direct 
purpose. Nevertheless, the long- 
range value is there. 

This procedure of careful and re- 
alistic service to a growing cli- 
entele has provided the best of re- 
ferral prospects. And the second 
basis for “Round Table by Vol- 
ume” is because of the conformity 
sought by this type of group. — 


Want New Home Now 


_All these young people want the 
fine new home now it took their 
parents 15 years to afford; they all 
want their children to have the 
best of education (and they expect 
to provide it); they all have the 
most modern of household appli- 
ances, a power lawn-mower, and 
two television sets. And—insur- 
ance! 

The neighbor can look next door 
and see the model car you're driv- 
ing. And that makes him suscepti- 
ble to the next automobile sales- 
man ... and how these automo- 
bile people do move the expensive 

(CONTINUED ON PAGE 24) 





IMPORTANT NOTICE 
to Home Office Executives 


EXCLUSIVE MONTHLY 


NEWSLETTER 
to help your agents sell. 


Each agent now can have his own personalized 
monthly newsletter—based on your company’s 
philosophy, sales policies and sales tools. This 
exclusive newsletter builds agent’s and com- 
pany’s prestige. Excellent for prospecting, mo- 
tivating, building centers of influence. 

We do all the work—writing, printing, im- 
printing, ready for the agents to mail, and at a 
price that your company probably cannot match. 
The writing and editing are by outstanding staff 
of life insurance and estate planning authorl- 
ties, publishers of Estate Planners Quarterly. 

Complete details furnished to home office 
executives on request. 


Farnsworth Publishing Go, Inc. 
215 West 34 St., New York 1, N. Y. 
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' THESE SAN FRANCISCO GENERAL AGENTS AND MANAGERS 
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MARSHALL GOODMANSON 
Manager 
PROVIDENT LIFE AND ACCIDENT 
INSURANCE COMPANY 
SUtter 1-7903 


400 Russ Bidg. San Francisco 


J. DENNY NELSON 
General Agent 
AETNA LIFE INSURANCE CO. 
“Brokerage Service” 
Telephone YUkon 2-4040 
220 Montgomery St. — San Francisco 4 








CAPTAIN WEBSTER GROSS, SC, USN (RET.) 
General Agent 
GOVERNMENT PERSONNEL LIFE 
INSURANCE COMPANY 
GArfield 1-5291 


503 Market St. San Francisco 5 


DON L. TENNEY 
Manager 
CONTINENTAL ASSURANCE COMPANY 
James D. Thatcher, Asst. Mgr. 
Richard E. Schorsg, Asst. Mgr. 
YUkon 2-3420 


433 California St. San Francisco 











GEORGE A. LANDIS 


State Manager 


THE FRANKLIN LIFE INSURANCE CO. 
YUkon 2-6130 


353 Sacramento St. San Francisco 


STANLEY B. BROOKS, C.L.U. 
Manager 
THE GUARDIAN LIFE 
INSURANCE CO. OF AMERICA 
SUtter 1-8441 


111 Sutter St. San Francisco 








D. M. BROVAN — C. D. BROVAN 


General Agents 


UNITED BENEFIT LIFE 
INSURANCE CO. 
YUkon 2-4200 


One Eleven Sutter St. San Francisco 4 


MELVIN M. MILLER, BROKERAGE MANAGER 


Sayre, Toso & Schaeffer, Inc. 

California General Agents 
GREAT-WEST LIFE ASSURANCE COMPANY 
Brokerage or Surplus 
GArfield 1-0817 


Suite 1301-Russ Bldg. San Francisco 4 








WALTER W. MCGUIRE 
Manager 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
Unusual Brokerage Policies 
EXbrook 2-0082 


582 Market St. San Francisco 











EMMET D. HORAN 


Manager 


PHOENIX MUTUAL LIFE INSURANCE CO. 
Prompt Brokerage Service 
DOuglas 2-1851 


111 Sutter St. San Francisco 4 





EXTEND BEST WISHES 


TO THE 68th ANNUAL 
N. A. L. U. MEETING... 


A. D. HEMPHILL, C.L.U. 


Agency Manager 


THE EQUITABLE LIFE 
ASSURANCE SOCIETY 
EXbrook 7-0800 


120 Montgomery St. 





San Francisco 4 








DAVID S. KAMP 


General Agent 
HARRY W. DAY, Asst. Gen. Agent 
Brokerage Service 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
EXbrook 2-0888 
_ 333 Pine Street San Francisco 4 








THE E. A. ELLIS AGENCY 
PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 
DOuglas 2-7700 
610 California St. Cw San Francisco s_ 


~~ 








W. D. OBERHOLTZER, Branch Mgr. 
NEIL BALL, Brokerage Mgr. 
MANUFACTURERS LIFE INSURANCE CO. 
DOuglas 2-6686 


111 Sutter St. San Francisco 








F. J. VAN STRALEN, C.L.U. 


General Agent 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE CO. 
GArfield 1-3866 


111 Sutter St. San Francisco 4 








B. W. WALKER 
Inspector of Agencies 
NEW YORK LIFE 

INSURANCE COMPANY 
DOuglas 2-6820 


1 Montgomery St. San Francisco 4 








H. H. HARRISON 


General Agent 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 
YUkon 6-5374 


870 Market St. San Francisco 








CHARLES S. BROWNING 
Manager 
JOHN E. CAUGHMAN, Asst. Manager 


THE CANADA LIFE ASSURANCE 
COMPANY 


$Utter 1-4860 
San Francisco 4 





200 Bush St. 
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EARL H. WELTZ & COMPAN 
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FOR SUB-STANDARD AND SURPLUS LIFE INSURANCE 


A separate and independent organization with more than 30 years’ experience in this 
field, we are not employed by—nor in competition with—any life insurance company. 
We do, however, act as General Agent for many companies, using their combined 


coverage to offer life underwriters and their clients a unique and specialized service. 


In effect, we have applied the “Lloyd’s of London” idea to the life insurance business 
and are able to act as a Life Insurance Clearing House to help you with risks that your 
own company will not accept. In addition, for large cases—either standard or sub-standard 


—we can supply the surplus amount required beyond your own company’s retention. 


Each company we represent has been carefully analyzed and selected on the basis of 
character, proved ability of management, financial strength, high earning power 


and sound underwriting. 


For moe than 30 years, we have been helping life underwriters everywhere to obtain 


Extra-Fisk or Sub-Standard Life Insurance for those of their clients who may require it. 


First Year and Renewal Commissions are paid and guaranteed 


to you by the company issuing the Policy Contract 


JMPANY 


Philadelphia National Bank Building 
Philadelphia 7, Pa. + Telephone: Rittenhouse 6-7141 
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rectings! 


To the N.A.L.U. on the occasion 
of the 68th Annual Meeting. 






Since 1889 
HEAD OFFICE : WATERLOO. ONTARIO 


The following Branch Managers and General Agents 
specialize in prompt, professional brokerage service: 
C. B. Dibble, C.L.U., Lansing 


800 Michigan National Tower 
IV 5-9497 


F. W. Simpson, Detroit 
1766 Penobscot Bldg. 
WO 5-3134 


C. F. Teller, Philadelphia 
121 South Broad St. 
KI 5-6925 


S. E. Leiwant, C.L.U., Newark 
10 Commerce Court 
MA 2-5990 


J. R. King, Pittsburgh 
808 Park Bldg. 
AT 1-7044 


H. W. Frazee, C.L.U., Akron 
312 First Federal Savings Bldg. 
JE 5-2101 


T. E. Uhle, Cleveland 
216 B. F. Keith Bldg. 
PR 1-5335 


E. Stan Sharpe, Seattle 
3324 White-Henry-Stuart Bldg. 
MA 0148 


Our Contracts and Practices 


Compete in Today's Markets 


$25,000 Minimum Life Plans designed for Split Dollar cases; 
Monthly Income Disability; Flexible Family Income; Attractive 
Commissions; Sensible Underwriting; Competitive Rates. 





xt A GOOD BROKERS’ COMPANY xP | 
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Audit Service For Clients Pays Dividends 


(CONTINUED FROM PAGE 20) 





cars today! A Ford costs what a 
Cadillac used to cost, and a Cadi- 


llac is out the top of the 
roof. How much more insurance 
could some of your  Cadi- 


llac owners have with the differ- 
ence, and still arrive at their des- 
tination? Then why the most ex- 
pensive car? It is a part of “the 
American way of life.” As one of 
my young clients said a few years 
ago, quite seriously, “Joe, I think 
a fellow ought to live within his 
income, even if he has to borrow 
the money to do it!” 

Conformity. Neighbors rarely 
compare insurance the way they 
do their new automobiles or out- 
board motors. But they have much 
curiosity on the subject, and are 
anxious to do as well for their 
families as the next man, most of 
them. 


Procedure Is Simple 


My procedure is simple. I tell 
the story of life insurance by the 
use of my own survey. I apologize 
for being so personal as to talk 
about my own family, and the 
prospect is always willing to ac- 
cept my affairs as a confidential 
matter. Do you often talk with 
enthusiasm about your own chil- 
dren, and their future—and with 
a family story or two thrown in? 
This is what I do, but I’m not so 
naive as to think the prospect is 
listening entirely to me. When a 


group of young mothers get to- 
gether, each can hardly wait until 
the next lull in the conversation to 
tell what her young son or daugh- 
ter did or said last week! 

And fathers are no different. As 
I talk about my program for my 
family, he’s thinking about his 
family—and wondering how his 
program stacks up to mine. With 
exceptions, he’s never had a {ull- 
scale audit of his policies. But 
mine is a multi-call system of sell- 
ing, on a low-pressure basis. There 
are some sales missed this way, I 
know, but remember I have been 
building for a long-range clientele 
from whose ranks will come the 
leaders of our community. And 
not many of these fellows take 
kindly to pressure tactics. 

But they react favorably when 
I explain that we have several 
hundred of these surveys among 
their friends and acquaintances, 
which we keep more or less up- 
to-date. And while our main pur- 
pose in our age group is in the 
building of estates, already I’ve 
begun to deliver a few of these to 
young widows. 

I say, “Your young widow would 
find an incomplete program, Jim, 
for I feel sure you’ve planned to 
buy additional insurance some 
day. Maybe we should see how it 
looks right now. . .” 


Often there is the protest that 
he can’t afford any additional insur- 











ACHIEVEMENT... 


AND A BRIGHT FUTURE 


A first-year production record of $34 millions of ordinary life 
insurance in force . . . five agents elected to MDRT . . . expansion 
into five states. In a year and a half, United American Life Insur- 
ance Company has made an outstanding record of accomplish- 
ment. And the realization of this early promise is assured by the 
performance of our agency force and by recognition by national 
publications and by prominent men in the industry. NALU has 
played a part in United American's progress. All agents are 
required to join because United American believes that the bene- 
fits of membership in NALU are invaluable, both to the individual 
and to the company as a whole. United American, now operating 
in Alabama, Florida, Georgia, Louisiana, and South Carolina, 
offers excellent agency opportunities. For information, write 
Pierre Howard, president. 


UNITED AMERICAN LIFE INSURANCE COMPANY 
Fulton National Bank Building 
Atlanta, Georgia 
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ance at present. This is the mo- 
ment to reestablish my low-pres- 
sure position. If I’ve obtained his 
policies, or sufficient information 
about them, and have made a ten- 
tative appointment to bring back 
some recommendations, the rou- 
tine begins to look familiarly like 
the last time he did buy a policy. 
| assure him that this survey isn’t 
to result in another policy propos- 
al; it is to be a long-range pro- 
gram. And while I’m very pleased 
to have the opportunity to provide 
this audit, in the final analysis it 
is his problem, and any decision 
he makes will be his decision. He 
knows the program is not all he’d 
like it to be. He expects my recom- 
mendations, but I want him to re- 
member it is his family, not mine. 
He has seen from my survey what 
I’ve provided for my family. 

Once I knew an architect who 
had the gift of words to go with 
his pencil. Using a sheet of white 
paper and a_ sketching pen_ he 
could, in a remarkably short time, 
draw the house of one’s dreams, 
his words filling in the chinks, 
until the desire for such a home 
fairly filled the air. With him, it 
was a gift. 

A Dramatic Talk 

A few years ago we had our 
company convention with an in- 
vited speaker one of the highlights 
of the annual meeting. He was Dr. 
Norman Vincent Peale. He spoke 
to the Round Table some years 
ago, before I qualified for mem- 
bership. To our agents his was a 
dramatic presentation, in voice and 
gesture, and he captured our at- 
tention and our hearts as he spoke, 
so vivid was his portrayal of one 
particular story that it was impos- 
sible for me to forget it. And when 
he came to Tennessee some two 
years later, Martha and I went to 
hear him again. 

Dr. Peale was outstanding be- 
fore that Nashville audience. In 
what seemed to be a completely 
ad lib fashion, he spoke of one ex- 
perience, then another. And sud- 
denly he was telling again the story 
that had so impressed me at the 
convention in Milwaukee. But I 
was thunderstruck to watch this 
master of the pulpit, this speaker 
extraordinary, tell the story word 
for word, not omitting a single 
voice inflection, perfect in his tim- 
ing, and with every gesture pre- 
cisely as I had remembered it two 
years before. 


No Canned Sales Talk 


A canned sales talk? Not at all. 
He had very carefully chosen the 
best words and gestures necessary 
to tell this particular story, and he 
was telling it to that Nashville 
audience as though they were the 
first people ever to hear it. How 
would you measure this as a reason 
for Dr. Peale’s international fame 
and achievement as a minister of 
the gospel? 

Whether you, as a life under- 
writer, have the gift of words to 
paint a vivid picture of the insur- 
ance story, or whether yours is a 
carefully planned selection of sen- 
tences, it is my belief that the 


Story must be told in a way that 
causes the prospect to feel the pro- 
gram outlined is unmistakably his, 
and especially dedicated to the pro- 
tection of his family. In going over 
the papers of a prospect or a client 
did you ever come across a graph 
that he did not understand at all, 
and had long forgotten, but had 
saved, nonetheless? The agent pre- 
senting it may have missed the 
sale, but something of the value 
of filling personal family needs 


must have penetrated, or the docu- 
ment would not have been saved. 
Isn’t that true? 

From my own personal stand- 
point, there is one other important 
factor in the telling of the family 
programing story which assures 
an effective and continuing suc- 
cess for me, by a volume of sales. 
I have told you of my selection of 
a group of outstanding voung 
men, and of my intensive service 
and attention to them. And I have 


stressed the desire of conformity 
among these successful people, and 
my consistent efforts to raise their 
sights on insurance needs, by 
stressing their true values to their 
families. 

Now this solid base of a selected 
clientele has become a_ tremen- 
dously valuable source of referred 
leads. A personal recommendation 
by an outstanding and very busy 
young surgeon to my prospect on 

(CONTINUED ON PAGE 28) 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA G. GLASSER ASSOCIATES 


General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 

39 South LaSalle Street 
Chicago 3, Illinois CEntral 6-1296 











FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 








THE SWANSON AGENCY 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
H. G. Swanson Bob Swanson 


3300 Board of Trade Bldg. 
HaArrison 7-8090 


CHICAGO'S LEADING 


EXTEND CORDIAL GREETINGS TO THE 


. aR 

















For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
Earl C. Jordan, General Agent 


Gerry D. Scott, Jr., Ass’t. Gen. Agt. 
Kenneth R. Gorgal, Brokerage Supv. 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 











JAMES H. BRENNAN 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


RAndolph 6-2813 
111 West Washington Chicago 








CLAYTON E. MOTT 
and ASSOCIATES 
representing 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 
141 W. Jackson Blvd., Suite 1216 WAbash 2-3309 
“We welcome your surplus business” 


THE WIESE AGENCY 


PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Ray Morton Wiese, Manager 
Raymond J. Wiese, Brokerage Mgr: 
1526 Chicago Ave., Evanston DAvis 8-9100 
1 N. LaSalle St., Chicago 2 FInancial 6-0915 








BUD JOHNSON 


General Agent 


NATIONAL LIFE OF VERMONT 
208 S. LaSalle Street CEntral 6-2500 








MAGINNIS & ASSOCIATES INC. 


Insurance Consultants 
Specialist in Association & Trade 
Group Insurance Plans 
“Coast to Coast Service” 
Accident & Sickness * Retirement * Life * Liability 
Brokerage Business Accepted 
327 So. LaSalle St. HaArrison 7-1441 


CHARLES E. BUTLER 


General Agent 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 
1440 Board of Trade Bldg. Chicago 








Life - Substandard Wholesale - Group 
Accident and Sickness - Hospitalization 
Group Pensions - Pension Trust 


FRED S. JAMES & CO. 


New York INSURANCE Philadelphia 
Pittsburgh Since 1858 San Francisco 
Buffalo One N. Lasalle Street Seattle 


Los Angeles Chicago 2, Illinois Portland 
Telephone—FInancial 6-3000 





RAPPAPORT AGENCY 


Generals Agents 
PACIFIC MUTUAL LIFE 
Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 


R. S. EDWARDS & CO. 


General Agents 
Rockwood S. Edwards 
A. D. Stein 


AETNA LIFE INSURANCE COMPANY 


120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1926 








YOUNGBERG-CARLSON CO. 
General Agents 
CONTINENTAL ASSURANCE CO. 
Non-Cancellable Accident and Health 
SAM LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 HArrison 7-6869 
621 S. Spring St. Los Angeles 14 TRinity 6681 
“Brokerage & Surplus Business Solicited” 








PAUL K. COOK, C.L.U. 


General Agent 
Lorraine Sinton, C.L.U. 
Sales Production Manager 
THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 
One North LaSalle St. RAndolph 6-3444 














THE STEGER AGENCY 
General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE CO. 
Russell W. Steger, General Agent 


J. Philip Meisenhelder & 
Harold C. Prichard, Brokerage Mgrs. 


2140 Field Bldg. Tel: STate 2-4563 
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BEAN AND JONES, INC. 


General Agent © 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Ill. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 


John P. Mulloy, Brokerage Supv. 
Telephone RAndolph 6-1194 
222 W. Adams 
Chicago 6, Illinois 


Suite 745 











CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WAbash 2-3410 
Chicago 











GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6-1300 


NOTHHELFER-LECK AGENCY 


General Agents 


STATE MUTUAL LIFE INSURANCE CO. 

John B. Nothhelfer Walter C. Leck 

309 W. Jackson Blvd. Chicago 6, Ill. 
HArrison 7-4110 


MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 
John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 


Brokerage & Surplus Business Invited 














HOWARD W. REYNOLDS AGENCY 


MUTUAL TRUST LIFE 
INSURANCE COMPANY 


Suite 1812 105 W. Adams CE 6-1880 
Howard W. Reynolds, General Agent 





JAMISON & PHELPS 


General Agents 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


THE LIFE INSURANCE COMPANY 
OF VIRGINIA 


J. JEROME MILLER AGENCY 


208 S. LaSalle St. Suite 776 
ANdover 3-6876 














FREDERICK I. SMITH 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


One N. LaSalle Street CEntral 6-8648 


WHEELER TRACY, C.L.U. 


General Manager 
Assistant Managers 
Patrick Higgins Louis B. Carpenter 
Brokerage Supervisor, Philip M. Tuzi 
NEW YORK LIFE INSURANCE COMPANY 


Rm. 1000 


39 S. LaSalle St. STate 2-4603 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 
Opportunities Available 
Regional Office 
120 S. LaSalle St. Chicago 


F. J. BUDINGER 
REGIONAL SALES DIRECTOR 














CLIFFORD F. SOUKUP 
General Agent 
LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


39 So. LaSalle St. 
RAndolph 6-6588 


Suite 721 


GEORGE H. GRUENDEL, C.L.U. 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
TOM ARNISON Professional Bldg. 
209 So. LaSalle—Chicago 
RAndolph 6-6514 


Old Orchard, Skokie 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 
Telephone CEntral 6-7400 


38 S. Dearborn St. Suite 605 


Chicago 











MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


Shs 2. Mencock 


MUTUSLA LIFE INSURAN ‘CE CO pore 


C. E. Rothermel, Jr., C.L.U. 
Joe Moody - Gene O'Reilly 





175 W. Jackson Blvd. Chicago 








HAMILTON FERGUSON 


General Agent 


OCCIDENTAL LIFE 
INSURANCE COMPANY 
“Brokerage Exclusively”— 


Since 1943 
135 S. LaSalle St. 
ANdover 3-1883 


Suite 2049 








W. A. ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 


General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 
Chicago 
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W.. salute the members of the Na- 
tional Association of Life Underwriters, 
on the occasion of their Sixty-eighth 
Annual Convention, and commend them 
for their continuing and effective efforts 
in advancing the standard and scope of 
life insurance sales and service. 


gullible 


LIFE INSURANCE COMPANY OF IOWA 
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Welcome To Michigan 


from the 


Lincoln 


Ray H. Wertz 
& Associates 
Detroit 


Robert E. Beisel 


Kalamazoo 











Audit Service To Young Clients Pays Off | 
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the resident staff is of the highest 
value. And often I receive it vol- 
untarily because I was a help to 
that surgeon when he was an in- 
terne. Newcomers to our local in- 
dustries may find my __ banker 
clients likely to provide a good 
reference for me; or the banker 
may suggest a few people whose 
recent success has raised them to 
the select clientele I must con- 
stantly review. 

Finally, as the greatest value of 
this quality underwriting of past 
years, the first echelon of my se- 
lected group has begun to have 
need of corporation insurance, of 
split-dollar and deferred compen- 
sation ideas—of pension and key 
man and_ partnership policies. 
Many of these people could not 
have purchased much insurance a 
short five years ago; many who I[ 
thought had the most potential 
have not come along so well. A 
few have come from almost out of 
nowhere to show tremendous 
promise. 

And so, this broad cross-section 
of a group of hustling young men 
has provided a volume of sales that 
has consistently produced 100 lives 
a year, has encouraged a contin- 
uing growth of understanding as 
to what insurance really can do in 
many circumstances. It has pro- 
vided a constantly increasing in- 
come for my family, and a vigorous 
and stimulating life’s work is well 
under way. 


A Double Barrage 


And from this backlog of 12 
years’ effort now there is a double 
barrage of advanced underwriting 
and quality referred leads, in 
greater number, perhaps, than I 
can adequately handle. 

But these plans, this long-range 
vision, this throughness, this 
careful cultivation of a _ selected 
clientele—these are not my ideas. 

From the start I have had the 
splendid advice and guidance of 


Green-Shoup 
Grand Rapids 





my general agent, and my associ- 
ates. A great many of you know 
my senior partner, Alden Smith. 
My general agent, Tom Proctor, 
is genially known among the un- 
derwriters of our company as ‘Mr, 
Northwestern” himself. Add to 
that the trust, experience and ad- 
vice of my partner, Arthur Reed, 
and the vigor and enthusiasm of 
my two younger partners, Fred 
Kissling and Alden Smith Jr— 
and the total result is bound to be 
constructive. 

For all this I am most grateful, 
and I hope this talk may serve, in 
a similar way—to anyone willing 
to find out that sometimes “the 
hard way is the best way,” after all, 


N. E. Life Holds 
Party For Buckley 


New England Life held a recep- 
tion Tuesday night in honor of L. 
Mortimer Buck- 
ley, general 
agent at Dallas, 
who has _ been 
chairman of Gen- 
eral Agents & 
Managers Con- 
ference for the 
past year. 

Represent- 
ing the home of- 
fice of New Eng- 

L. M. Buckley land Life were 
Lambert M. Huppeler, vice-presi- 
dent; Homer C. Chaney, 2nd vice- 
president in charge of agencies; C. 
Earle Armstrong, director of agen- 
cies, and Vernon L. Jewett, super- 
visor of conventions and agent 
financing. ; 

Mr. Buckley entered the business 
with North American Life in 1928, 
went with Provident Mutual in 
1932 and joined New England as 
a supervisor at Chicago in 1940. He 
was named assistant general agent 
at Houston in 1942 and general 
agent at Dallas in 1945. He is past 
president of Chicago CLU chapter, 
Chicago Assn. of Life Underwriters 
and Dallas General Agents & Man- 
agers Assn. He has held all offices 
of Texas Assn. of Life Underwrit- 
ers and was elected national com- 
mitteeman in 1951 and reelected in 
1954. 











Public Service Competition 


A hundred local associations 
were enrolled in the 1956-57 public 
service award program sponsored 
by National Assn. of Life Under- 
writers and Institute of Life Insur- 
ance. Their public services include 
a river rescue station in Illinois, 
cancer crusades in Texas, heart 
fund drives in Minnesota and Ida- 
ho, blood donors’ programs in Cal- 
ifornia and Nebraska, and many 
donations of time and money to 
support community chest, Red 
Cross, YMCA, anti-litterbug, traf- 
fic safety, cerebral palsy, recrea- 
tion and rehabilitation drives. 
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| Group, Specials Help The 
<= | Agent, Says Dowell 
ie knee Group coverages and “special” trends in our business, and have 
Smith, policies, far from studied their implications as care- 
Proctor, harming the fully as I know how. In the last 
the un- agent, actual- analysis, I cannot share the mis- 
as Mr, ly help him, givings of those who feel that the 
Add to Dudley Dowell, essential welfare of the agent is 
and ad- vice-president of threatened; and, very briefly, I 
r Reed, New York Life, would like to tell you why I have 
lasm of said in his talk no such fears. 
‘ he at the agents Considerable Diversity 
a io forum, sponsored At the outset, let us note that 
‘ by the agents there is considerable diversity 
rrateful committee, dur- among the companies in their ap- 
aieas ing the NALU proach to new products and new 
will annual meeting reer methods. There is no uniformity, 
~ “the at Detroit. ae ee no claim to a final answer as _ to 
; By DUDLEY DOWELL the best way to meet the public’s 


fter all, 


Y 


American business generally, 
and the life insurance business in 
particular, have experienced a vig- 
orous, healthy, and remarkably 
steady growth since World War 
II. There is nothing in sight, that 


need for insurance. This diversity 
is, on the face of it, a healthy sign; 
because it is a fundamental prin- 
ciple, deeply rooted in our way of 
life, that progress comes only 
through experimentation. And pro- 





A Texas trio, all of Republic National Life, at the NALU meeting 


are, left to right, Howard Channell, Dallas; Harry Leak, Dallas and 


Jack G. Oltorf, Midland. 
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me of- in emphasis. ihe of special ie ge often at writing agents also sold 5% more | You could not get results like 
v Eng- Questions Raised ct er premium ane commission ordinary policies than other agents this if the placement of group in- 
were ieee ; ree “ es ee h did; and their average policy size surance killed off the market for 
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agent effect that dangerous pressures are Too much heat—and too little ST of thing shows up when you year. Beer _— —s <9 
P 2 ki P analyze our small group experi- very well indeed in that market. 
. at work, tending to narrow the light—has been generated on the A Av gar : on 
ere markets that are essential to the expansion of group insurance. The ¢C¢- 2270 ORNS: Agents (OEE we | Re ee ae ee 
} ee average agent—pressures_ tending stubborn facts seem to show that had during 1956 sold some small elias ere es ip a 
weer to reduce agents’ earning power in spite of the tremendous growth group. These agents had a superi- yi ee a oe ingly $10,000 
nd. as and to undermine the agency sys- of group insurance, ordinary sales 0" record in selling individual pol- @mOunt oO” veg pres ie shied 
40. He tem during the same period have scored icies and their earnings were cor- yr inate fo evs we pe haan 
‘ . ‘ ae sales wer 
— I have never been satisfied to their greatest gains, both relatively respondingly greater. ' pai roi egy py wit tnes 
spi brush these misgivings aside. I and absolutely. Those companies We find that in 1956 our ordinary | 44, $10,000 or less. If that ‘repre- 
a have given a lot of thought to the most active in group have grown business provided about 90% of to- (CONTINUED ON PAGE 36) 
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Salary Savings Sale Built On Social 
Security Proves Lucrative Package 


(CONTINUED FROM PAGE 11) 





anything else, we're going to have 
one miserable time, aren’t we? 

“So, consequently, because of his 
concern, he has started this unit, 
through which, if you desire, you 
may save in much the same sys- 
tematic way as you have been sav- 
ing in your social security— 
through the automatic payroll de- 
duction—saving before you ever 
see it, which for most of us is the 
only way we can save anything 
anyway, isn’t it?” Here I have a 
chart on which I have shown ages 
from 21 through 55, divided into 
$1, $2, $3, $4, and $5 a week, show- 
ing the amount he would have at 
65, and the amount his family 
would have should he not live. 

e . e 

At this point, I have decided 
from his income and apparent re- 
sponsibilities, what I feel he can 


save and not pay too much atten- 
tion to it, and I'll say something 
like this: “Tell me, John, do you 
teel you could save $3 a week, and 
still eat the same thing, dress in 
the same way, live in the same 
house, drive the same car, watch 
the same TV set, etc.?” Sixty per- 
cent of the time he says yes, or he 
may say something like this: “If 
I started with only $2 now, could 
I add another dollar or two later 
on?” Of course he can, and I get 
four signatures, collect the pre- 
liminary term to give the book- 
keeper time to deduct the first 
monthly permium, and go on to the 
next one. 

There have been a few weeks in 
which I have written as high as 
50 applications in this manner, all 
small ones, but they add up! 

This, I find is a very satisfying 











in price and provisions and covering the entire field of 
income protection, represent the firepower American 
United men enjoy in the field. 


Life contracts with low net costs and low net payments, 
unique special options; a complete A & S Kit covering 
non-can income disability, guaranteed renewable acci- 
dent, sickness and major medical; plus a sales-minded 
group staff make for a lot of firepower. American United 
men can truly offer FULL income protection. 











SURANCE e 


FIREPOWER... 


Important to the military and equally important to a 
successful life underwriter. Good contracts, competitive 


can United Life 


INDIANAPOLIS, INDIANA 


FLEXIBLE OPTIONS e 
GROUP RETIREMENT e 
E MAJOR MEDICAL e 
WITEED RENEWABLE HOSPITAL AND SURGICAL 

VIN SUBSTANDARD UNDERWRITING AND REINSURANCE 


CE COMPANY 


LOW NET COST SPECIALS 
PENSION TRUSTS 
NON-CANCELABLE DISABILITY 





package to sell, because in most 
cases, I deal in a socio-economic 
bracket that otherwise I would not 
have the opportunity of approach- 
ing. It is also a bracket that rarely 
would have an opportunity of talk- 
ing with any life underwriter. It 
is also a group in which the need 
is more glaring and more apparent 
than in any other field I have thus 
far encountered. The employer is 
pleased with it, because it amounts 
to adding a personnel counselor to 
his staff at no cost to him, and I 
am pleased with it because it has 
completely solved my prospecting 
problems, it has stabilized my 
monthly income, and I believe 
when I tell you that I have written 
a little over $600,000 in this medi- 
um in less than two years, you will 
be able to see that it has been a 
very profitable package for every- 
one concerned—the employer, the 
employe, and me! 


Local Papers Excell 
As Promotion Aids 
In Insurance Weeks 


(CONTINUED FROM PAGE 14) 
stitute leaflets, books to libraries 
and radio and TV presentations. 

Although the responses were not 
as numerous as had been hoped, 
we believe they represent a suffi- 
ciently adequate cross-section to 
show what is being used and what 
is needed. With only a handful of 
exceptions, the respondents re- 
garded Life Insurance Week as a 
very fruitful endeavor. 


e e e 

Another public relations piece 
that has found good response is 
“Measure of a Man,” new film of 
the Institute of Life Insurance. 
Committee members who have 
used it, some on more than one 
occasion, report it well received. 

Additional newspaper ads_ for 
use by local associations are in the 
works at headquarters. If well re- 
ceived by the members, they will 
be made available in matrix form. 


Provident Mutual Dinner 


Hosts at Provident Mutual’s 
dinner Thursday night in Shera- 
ton-Cadillac hotel are Lewis C. 
Sprague, vice-president and man- 
ager of agencies; C. Gordon Fer- 
guson, director of sales; E. Roy 
Hofmann, associate manager of 
agencies; James F. Sutor, assist- 
ant manager of agencies; William 
F. Sessoms, supervisor of agen- 
cy department administration; 
Charles E. Probst, manager of the 
group department; A. Frederick 
McLaughlin, superintendent of 
group sales, and Harry M. Bark- 
ley, group manager at Philadel- 
phia. 


Gulf Life Representatives 


On hand from Gulf Life’s home 
office are W. J. Hamrick, agency 
vice-president; M. D. Miller and 
LL. T. Bates, assistant agency vice- 
presidents, and Nevin M. Summers, 
consultant in the estate planning 
department. 


Field Practices Unit 
Urges Effective Ways 
Of Policing Ethics 


A recommendation that the 
NALU bylaws be changed to pro. 
vide a more ef. 
fective method 
of investigating 
and = evaluating 
reported serious 
infractions of the 
ethics of NALU 
by any agent or 
company were 
contained in the 
draft report of 
the field prac- 

William H. Pryor tices committee, 
headed by William H. Pryor, 
Connecticut Mutual, Wauwatosa, 





Wis., as issued to members of the | 


national council in advance of the 
meeting at Detroit. Following is 
an abridged version of the draft of 
the report. 


The field force has been increas- 
ingly disturbed by the influx of 


policies being issued by life insur- | 


ance companies that are designed 
for their sales appeal to the unini- 
tiated buyer rather than as a life 
insurance designed for protection 
against the hazards of premature 
death and of old age. 


The problems that have been 
created by this type of policy issue 
can only be corrected at the source, 
by the companies that prompted 
them. Since we still have state reg- 
ulation of life insurance, the fault 
would seem to lie in the lack of 
adequate insurance codes or the 
failure to enforce properly existing 
laws by the insurance departments 
of these states. 

We can report, however, that 
much progress has been made. In 
many states, through the combined 
efforts of local associations and 
members, the professional staff of 
NALU, and the committee on field 
practices, the insurance depart- 
ments have cooperated to apply 
effectively existing law or to am- 
plify their codes so as to outlaw the 
issue of the semi-tontine and re- 
lated types of policies. 

On the other hand, there is a 
great task remaining. In scme areas 
the financial resources and_ the 
political power of the offending 
companies have been unleashed in 
opposition to our efforts to curtail 
these unsound practices. In order 
for us to gain a complete victory. 
there can be no let ub on the part 
of the state and local associations 
and the members of this committee. 


The general measure of success 
of this committee against semi- 
tontines and rel»ted policies has 
been accomplished by the constant 
and continuous efforts of former 
chairmen and members of this 
committee. A heavy load has been 
placed on those chairmen of other 
years. Important matters for com- 
mittee consideration have had to 

(CONTINUED ON PAGE 39) 
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Says Agent Should Make Choice: 
Specialist Or General Practitioner 


(CONTINUED FROM PAGE 10) 





convertible term, supplemental 
term, mortgage term, term plus 
family income, etc. 

The very agents who sell so 
much term insurance frequently 
complain about the inroads mu- 
tual funds are making in our busi- 
ness, not realizing that we have 
created a favorable climate for the 
sale of mutual funds by pushing so 
hard for a large volume of term 
business. 

I realize that the high cost of 
living, high income taxes, and gen- 
eral economic conditions today 
make it difficult for many young 
fathers and young business and 
professional men to secure suffi- 
cient life insurance to provide the 
standards of living their families 
will require. Also, we must all 
agree that in some instances the 
start of a program of life insur- 
ance should be a term policy. 

However, I cannot understand 
why it is necessary for us to sell 
so much term insurance and other 
low-priced plans, when those same 
policyholders are buying the most 
expensive homes, the finest furni- 
ture, the most glamorous clothes, 
the most luxurious automobiles, 
the fanciest foods and other luxury 
items. 

At a time of the greatest pros- 


perity in the history of our coun- 
try we are compromising our posi- 
tion by selling the lowest priced 
insurance possible. 

e e 

The real estate people have sold 
the idea that it is cheaper to own 
than to rent—and they have made 
fortunes by doing so. 

In the sale of term insurance to 
prsopects who could and should 
save money, we say, “Why own 
your life insurance? Why don’t you 
let us rent it to you?” 

Is term insurance really low- 
priced? And for whom—the in- 
sured, the beneficiary, the compa- 
ny, or perhaps just the agent ? 


More Than One Way 


There is more than one way for 
low-priced insurance to cost you. 
The commission scale is frequent- 
ly low and the premium is low, 
too. Let’s beware of a price war 
waged at the expense of our agen- 
cy organization. 

When you concentrate on low 
price and low net cost you give the 
prospect only one reason to buy. 

When you talk about retirement 
benefits, cash for emergencies, ed- 
ucation for the children, paid up 
policies, plus death benefits, you 


are able to give your prospect 
many reasons to buy, some of 
which may appeal to his selfish 
interest. 

Incidentally, there is no reason 
the prospect shouldn’t buy life in- 
surance for selfish reasons. Actu- 
ally many of the largest owners of 
life insurance are selfish men—sel- 
fish to the extent of wanting the 
best for their families if they do 
not live to complete their plans 
personally, and the best for them- 
selves if they live to a ripe old age. 


They say owning life insurance re- 
quires 
Unselfishness in a guy 
To keep on making payments 
As the years go passing buy. ~ 
But that’s a lot of nonsense, 
As you can plainly see; 
‘Cause the dearest things in all the 
world 
Are the things that belong to me. 
You can call it what you like, sez I, 
For me to make a plan 
To keep the family living right 
Till Bill becomes a man. 
‘Cause Bill’s my little boy, you see 
And I’m a selfish guy 
To make some plans to help him out 
As the years go passing buy. 


Yes, if you sell the best plans in 
the rate book and refuse to com- 
promise with low price, you will 
find yourself making larger com- 
missions and your policyholders 
will one day thank you for helping 
them buy quality as well as quan- 
tity of insurance. 

Life insurance more than any 
other savings plan provides the 
gentle compulsion necessary to 
turn good intentions into enduring 


habits of thrift. 

After all, prospects don’t buy 
life insurance because they think 
they are going to die, but because 
they know that others must live 
and the chances are two out of 
three that it will. be the policy- 
holder himself. 

Why should we go back 20 years 
to the old technique of selling “die 
to win” insurance, when we can 
reward the thrifty man with the 
results of his thrift with the “live 
to enjoy” types of insurance? 


Hosts For John Hancock 


Hosts at John Hancock’s dinner 
Thursday night in Sheraton Cadil- 
lac hotel are Byron K. Elliott, 
president; Frank B. Maher, vice- 
president, district agencies; R. 
Radcliffe Massey, vice-president, 
general agencies, and George Vin- 
sonhaler, 2nd vice-president, gen- 
eral agencies. 

Also, Harold W. Chader and 
William D. Bacon, superintend- 
ents of general agencies in the 
mideast and midwest divisions, re- 
spectively; Robert E. Dye, super- 
intendent of general agencies, field 
sales service; Arthur H. Dalzell, 
coordinator of sales promotion and 
employe consultation service; Vic- 
tor A. Lutnicki and Clarence W. 
Wyatt, vice-presidents, group in- 
surance. 


Here from Great-West Life’s 
home office is L. E. Brannen, super- 
intendent of agencies. 





GREETINGS to the N.A.L.U. CONVENTION 


from WASHINGTON, 


WASHINGTON’S GENERAL AGENTS 
and MANAGERS SEND BEST 
WISHES to the MEMBERS 
of THE NATIONAL ASSOCIATION 
of LIFE UNDERWRITERS 


D. C. 





GEORGE P. SAMPSON 
MANHATTAN LIFE INSURANCE 


Specializing In Surplus Business 
Sub-Standard, Up To 1000% Mortality 
218 Tower Bldg. 


General Agent 


COMPANY 


ME 8-4587 








General Agent 


Sapa, 


MUTUAL/ LIFE INSURANCE COMPANY 


Complete Brokerage Service 


1417 “K” St, N.W. 


HOWARD J. RIORDAN, C.L.U. 


District 7-1022 


917—15th St, N.W. 


JOHNSON & ADAMS, INC. 


General Agents 


CONTINENTAL ASSURANCE CO. 


NAtional 8-9112 


CHESTER R. JONES, C.L.U. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


300 Wyatt Bldg. 


and 
ASSOCIATES 


Washington, D.C. 








Employee Benefit Plans 
Marsh Building 





J. D. MARSH & ASSOCIATES 


Financial Planning-Personal & Business 


EXecutive 3-7343 


1000 Fidelity Bldg. 
8th Floor, Wire Bldg. 








J. HENRY HOOPER AGENCY 
of 
PROVIDENT MUTUAL LIFE INS. CO. 


Offices 
Baltimore — Washington — Annapolis — Easton 


Baltimore, M.D. 
Washington, D.C. 








GEO. A. HATZES AGENCY 


FIDELITY MUTUAL LIFE INS. CO. 


General Agent 


1630 Connecticut Ave., N.W. 
Washington 9, D. C. 
HObart 2-6800 
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THE HAYS AGENCY 
Rolla R. Hays, Jr., C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
John J. Shilling, Asst. Gen. Agt. 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
George S. Ferreira, Mgr., Brokerage Dept. 


D. Kenneth Elliott, Manager, Agents Training 
Suite 512, Statler Center MAdison 6-5881 








CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 
Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Cliff Dancer, Office Brokerage Mgr. 


WUTUAL/ LIFE insuRANCE COMPANT 
Boston, Massachusetts 


DUnkirk 2-8251 


600 S. New Hampshire Los Angeles 5 








RATAN. 








THE A. C. KRAUEL AGENCY 
A. C. Krauel, General Agent 
Robert K. Ashoff, Assoc. General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 
523 WEST 6th ST. LOS ANGELES 14 


HENRY E. BELDEN, C.L.U. 


Manager 


Southern California-Arizona Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


MUtual 2137 


628 West Sixth St. Los Angeles 17 








T. R. (BOB) MACAULAY 


General Agent 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 


Telephone TRinity 6439 
530 W. 6th St. LOS ANGELES 14 


“Specializing in Service to Brokers” 


GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 


— 


The LOS ANGELES Leading 
A.L.U. 
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JAMES STOESSEL, C.L.U., GEN. AGT. 
Walter Stoessel, C.L.U., Associate General Agent 
NATIONAL LIFE OF VERMONT 
WEbster 1-1621 


4848 Wilshire Blvd. Los Angeles 5 
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RAY J. HAVERT, C.L.U. 


General Agent 


in Mancock 
MUTUAL/ LIFE INSURANCE COMPANT 


Call for “Brokerage Service” 
DUnkirk 5-3257 


2999 West 6th St. Los Angeles 5 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 
General Agent 
TRinity 3821 


727 West Seventh St. Los Angeles 17 








THE MELZAR C. JONES AGENCY 


THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
Paul A. Hummel John A. Biedermann, Jr. 
Assoc. Gen. Agt. Brokerage Mgr. 
DUnkirk 3-1393 


3440 Wilshire Blvd. Los Angeles 5 


1653 








BAYARD JUDD - ROBERT H. JUDD, C.L.U. 


General Agents 


KANSAS CITY LIFE INSURANCE 
COMPANY 
815 S. Hill 


Los Angeles 14 
TRinity 6963 


HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 


DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 








GEORGE A. LANDIS 


State Manager 


THE FRANKLIN LIFE INSURANCE 
COMPANY 
Springfield, Hlinois 
DUnkirk 5-5255 
3780 Wilshire Blvd. 


Los Angeles 








JACK WHITE AGENCY 


Jack White, C.L.U., Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. 
WEbster 3-821] 


Los Angeles 36 











W. THOMAS CRAIG 


General Agent 


AETNA LIFE INSURANCE COMPANY 


O’Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk 
Assistant General Agents 


Holeman Grigsby E. H. Goodrich 
Manager Group Dept. Cashier 
810 S. Spring St. TR 1771 Los Angeles 14 








THE YATES-WOODS AGENCY 


John W. Yates and Robert L. Woods, Gen. Agents 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE CO. 


DUnkirk 1-3181 


2601 Wilshire Blvd. Los Angeles 
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Life Offices Send Best Wishes 
68th Annual Convention 





LEISURE, WERDEN & TERRY 
AGENCY 
Brokerage Exclusively 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 








THE M. E. THOMPSON AGENCY 
M. E. Thompson, General Agent 
Harold F. Greene, C.L.U., Asst. Gen. Agt. 
Max Eastus, Asst. Gen. Agt. 


PACIFIC MUTUAL LIFE INSURANCE 
COMPANY 


DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 








THE N. J. NELSON AGENCY 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Sam Dichter Warren Fandrey 
Brokerage Manager Agency Supervisor 
WEhbster 6-1144 


6336 Wilshire Blvd. Los Angeles 48 


Union Mutual Life Insurance Co. 


SWETT & CRAWFORD, Pacific Coast Mgrs. 
RICHARD M. DOYLE, MGR. 
Life, Accident & Sickness Department 
C. ROBERT FISCUS 
Regional Field Supervisor 
JOHN D. CURTIN 
Manager of Group Western Division 


3450 Wilshire Blvd. DUnkirk 1-3211 











STANLEY J. NEUMAN 


General Agent 


ALBERT L. JASON AGENCY 


Albert L. Jason, Manager 


GLENN R. LARSON 


Manager 









































Agent : Dick Miller, Brokerage Mer. a THE PRUDENTIAL INSURANCE PHOENIX MUTUAL LIFE 
\T a ee CAS COMPANY OF AMERICA INSURANCE CO. 
Life and Non-Cancellable Disability “Brokerage Service” 3440 Wilshire Blvd. DUnkirk 8-3293 
eles 5 TRinity 6336 611 South Oxford Ave. Los Angeles 5 Suite 601 Los Angeles, Calif. 
_— 310 West Sixth St. cial Los Angeles 14 DUnkirk 5-2481 Albert F. White, C.L.U., Office Manager 
ROBERT B. OGDEN, JR. LIFETIME INCOME DIVISION JOHN G. EDMUNDSON 
IFE (Joseph Brothers and Hirschorn) Manager 
General Agent ba Southern California-Arizona Branch 
; THE LINCOLN NATIONAL LIFE ae peo ey _ TE uaiice Comune 
A ATS ~ 1 ING 7 A 
~~ y INSURANCE COMPANY a. Harry F. Wilson Jack Tohill ; 
1653 Beverly Blvd. Los Angeles 26 : bit: TRinity aise . Assistant ae, sae Supervisor 
eles 5 MAdison 6-5568 117 West 9th St. Los Angeles 15 3462 Wilshire Blvd. Los Angeles 5 
SAM VAN ELGORT, C.L.U. BRUCE BARE AGENCY PROVIDENT LIFE & ACCIDENT 
General Agent General Agents INSURANCE COMPANY 
CE ; NEW ENGLAND MUTUAL LIFE : 
HE M i J Earl Montgomery Ed. Kalsched 
_ atk con sn INSURANCE COMPANY Branch Manager West Coast Life Supv. 
465 S. Beverly Drive Beverly Hills 3400 W. 6th Street Los Angeles DUnkirk 7-2376 
geles CRestview 1-5128 BRadshaw 2-1825 DUnkirk 5-5331 3540 Wilshire Blvd. Los Angeles 5 
CY T. G. Murrell W. L. Murrell LLOYD W. HUMMEL THE CONNECTICUT MUTUAL 
gents MURRELL BROTHERS General Agent LIFE INSURANCE COMPANY 
E General Agent BANKERS LIFE INSURANCE EDWARD B. BATES 





MUTUAL BENFFIT LIFE INS. CO. 
DUnkirk 8-2121 


600 South Harvard Los Angeles 5 











= 


COMPANY OF NEBRASKA 


DUNkirk 8-7181 


3325 Wilshire Blvd. Los Angeles 








General Agent 


WEbster 8-2611 


4270 Wilshire Blvd. Los Angeles 5 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office—Newark, N. J. 
EUBANK & HENDERSON, Managers 
10th Floor—40 Wall Street, New York 5 
Digby 4-0040 











LOUIS W. SECHTMAN 
General Agent 
AETNA LIFE INSURANCE COMPANY 


Lincoln Building 60 East 42nd Street 
New York 17, N. Y. 
MUrray Hill 2-0200 








_ oh ‘Sex AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 
921 Bergen Avenue, Jersey City 6, N. J. 
Newark Jersey City 
MArket 2-2242 OL field 9-1724 
New York: REctor 2-4540 











WHEELER H. KING, C.L.U. 


General Agent and Associates 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 


“Just a few steps from Grand Central” 
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HARRY KRUEGER, C.L.U. 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386—4th Avenue New York City 
New Ideas—Old Ideals 


HAROLD G. PRATT 


General Agent 


ile INSURANCE COMPANE 


225 BROADWAY BArclay 7-1070 
NEW YORK, N. Y. 








WILLIAM A. ARNOLD, Il 


General Agent 


a) 2 
Mancock 
MUTUALS LIFE INSURANCE COMPANY 


Complete Brokerage Service 


161 William St. - New York 38, N. Y. - WO 4-2367 


Telephone ELdorado 5-1700 


DAVID MARKS, JR., C.L.U. 
General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
1 E. 47th STREET NEW YORK 17 


THE SCHMIDT AGENCY 


Roger W. Schmidt, C.L.U.—Arthur W. Schmidt, C.L.U. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY : 


270 Madison Ave. New York 16, N. Y. 
MUrray Hill 5-7200 








DAVID A. CARR AGENCY 


INC. 
CONTINENTAL ASSURANCE 
COMPANY 
50 E. 42nd St. 
New York 17, N. Y. OXford 7-3424 


BURTON J. BOOKSTAVER 


General Agent 


SECURITY MUTUAL LIFE INS. CO. 


CHickering 4-8330 
Murray Waldman, Assoc. Gen. Agt. 





500—5th Ave. New York 36, N. Y. 


DAVID B. FLUEGELMAN, C.L.U. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7.5035 
All Facilities for Brokers and Surplus Writers 
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THE JOHN STREET AGENCY 
C. W. SABIN, Manager 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


90 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 


KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
15’ William Street, New York 38 
REctor 2-7900 


THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 


225 Broadway, New York 7, N. Y. BArelay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 
Maurice Ziff, V. Pres. 








GEORGE B. BYRNES 
Agency 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


4100 Park Ave. New York 22, N. Y. 
PLaza 1-4200 








JAMES F. MacGRATH, JR. 


General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38, N. Y. 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
of Philadelphia 


Arthur L. Sullivan, General Agent 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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AT DETROIT 


FROM THE 


NEW YORK 


GENERAL AGENiS & MANAGERS 





ARTHUR H. BIKOFF 
General Agent 


AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 


9 Rockefeller Plaza New York 20, N. Y. 
COlumbus 5-1352 








ESTABLISHED 1892 
W. L. Perrin & Son, Ine. 


Life and Non-Can 
Par and Non Par 
75 Maiden Lane, New York 38, N.Y., [1Anover 2-4044 
“A Friendly Office” 








DONALD L. SHEPHERD, C.L.U. 
General Agent 
EQUITABLE LIFE INSURANCE 


COMPANY OF IOWA 
Suite 307-10, 55 Liberty Street New York 5, N. Y. 


BArclay 7-4800 














THE KEANE AGENCY 


Organized Service 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 
MUrray Hill 2-7979 37 West 43rd St., N.Y.C. 


DONALD C. KEANE, E. LLOYD MALLON and 
ROBERT I. CURRAN, JR. 

















SAM P. DAVIS 


Manager 


PHOENIX MUTUAL LIFE INS. CO. 
60 East 42nd St., N. Y. MUrray Hill 2-6042 


Leading Company Brokerage Agency 
for over a decade 


George Baronian A. L. Dixon 


Office Manager 





Brokerage Secretary | 























THE MACCABEES 
Metropolitan Agency 
@ 


NEW YORK CITY 
MU 2-1630 


60 EAST 42nd St. 




















JOHN M. DEMAREST 


General Agent 


MANHATTAN LIFE INSURANCE CO. 


Complete Brokerage Coverage 


BOwling Green 9-5570 
107 William St. 


New York 38, N. Y. 















THE FRASER AGENCY M. L. CAMPS 
of General Agent 
THE CONNECTICUT MUTUAL ged hn Heanece © 
LIFE INSURANCE COMPANY wurvualfsiiee dads <ooneawa 
(1070 102 Maiden Lane, N. Y.5 1440 Broadway N. Y. 18 Suite 600, 800 Second Ave. at 42nd St., New York 
WHitehall 4-0300 OXford 7-2121 
JAMES A. RANNI ORGANIZATION OTTO M. SHERMAN, L.L.B. 
_ General Agent FRANK B CROHN, C.L.U. 
~— MANHATTAN LIFE INSURANCE CO Comet “one 
: CONSTITUTION AGENCY, INC. 
Bill Ranni Al Cohen THE UNITED STATES LIFE 
; Charlie McKeone Bill Mearns INSURANCE CO. 
\. Y. 551 5th Ave., 36:h Floor New York 17, N. Y. 119 West 57th Street CIrecle 6-2736 
F MUrray Hill 7-8750 New York 19, N. Y. 
U. ROSWELL W. CORWIN, C.L.U. ARNOLD SIEGEL AGENCY 
General Agent UNION MUTUAL LIFE INSURANCE 
NEW ENGLAND MUTUAL LIFE ; COMPANY f 
45 John Street New York City 
INSURANCE COMPANY 
Arnold Siegel, Manager 
5035 233 BROADWAY NEW YORK 7, N. Y. James G. Murphy, Supervisor 
S BEekman 3-6620 WOrth 4-2733 
_ A.J. JOHANNSEN MICHAEL J. DENDA 
sand ASSOCIATES Resident Vice President 
NORTHWESTERN = 
worth gabe UNION MUTUAL LIFE INSURANCE 
INSURANCE COMPANY 
COMPANY 
i 521 5th AVENUE NEW YORK 17, N. Y. 
1500 441 Lexington Ave. 72 Hempstead Ave. MUrray Hill 7-2355 
New York City Hempstead, N., Y. Life. Group, Non-Cancellable, Sickness and Accident 
\ THE MUTUAL 
CONNECTICUT GENERAL LIFE Ae My Lb lant 
IN ’ | INSURANCE 
SURANCE CO. OF HARTFORD cate comes 
Broadway Branch 41st Street Branch 
- 225 Broadway 18 E. 41st St. ARTHUR V. VQUNGIAN 
_ Xr. enera gent 
REctor 2-6630 ME Ses 135 Broadway, New York City REctor 2-8666 




















RAYMOND F. THORNE, C.L.U. 


General Agent 
Over 100 Years of Security and Service 
BERKSHIRE LIFE INSURANCE CO. 


225 BROADWAY, N. Y. 7, N. Y. 
BArclay 7-3836 
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Group Coverages, Specials Help The Agent, Says Dowell 


(CONTINUED FROM PAGE 29) 
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be sold. If the public wants a con- 
siderable layer of group protection, 
our job is to supply it. If the public 
wants a considerable layer of tem- 





sents being squeezed out of a mar- there any agent whose earnings 
would have been greater if his com- 
Now these statements do not im- pany had not introduced a special 
Would 
of group insurance, nor do they many agents have been able to sell 
imply that large amounts of term as much as they did, if their com- 
insurance are what an insured panies’ national advertising had not 
should own, even though I have mentioned this innovation? 
not heard of any efforts to enact tainly not, and we have plenty of 
legislative limitations as to the evidence in our own company to 
amount of individual term insur- prove it. Naturally, every agent 
would be happier with a 55% than 
Now, finally let’s consider some a 50% first-year commission. Who 


ket, let’s have more squeezing! 


ply support of unlimited amounts policy? Obviously _ not. 


ance a man can buy. 


of the alleged evils of the “special” wouldn’t? 
or “economy-sized package.” Is 


But with higher loading for a 





WELCOME TO MICHIGAN 
N. A. L. U.! 


While you're here—drop out to see what we consider to be a 
beautiful new Home Office Building and meet our staff. 

The Great Seal of the State of Michigan proclaims: ‘‘If you seek 
a beautiful peninsula—look about you."’ We presume to add: “‘If 
you seek a sound, aggressive insurance firm—look about you— 
at us.”’ 

We're not the largest insurance company in the Midwest, but 
we're mighty proud of having more than $250,000,000 of insur- 
ance in force. 

We don't have the largest staff, but our record of service has 
placed us among the important industries of this area. 

And, as the oldest old-line legal reserve stock life company in 
the State, we extend to you a welcome. We're glad you're here. 


@ MICHIGAN LIFE 
(it) INsuRANCE COMPANY 
| ROYAL OAK, MICHIGAN 







Providing security the helpful, human American way is our business. 




















ORLANDO 


LARGE EASTERN MUTUAL LIFE INSURANCE COMPANY 
HAS DISTRICT MANAGER OPENING AT ORLANDO, 
FLORIDA, FOR THE MAN WITH LIFE INSURANCE SALES 
AND MANAGERIAL EXPERIENCE. IF INTERESTED, SEND 
RESUME OF PAST ACCOMPLISHMENTS TO BOX 547, 
JACKSONVILLE, FLORIDA. 

























porary protection to supplement 
higher commission, the product its permanent forms of life insur- 
could not be priced at a rate where ance, our job is to supply it. As 
it could be as readily sold. We people become more conscious of 
simply have to accept the premise their need for protection against 
that these special plans of insur- the hazard of accident and sickness, 
ance have to be viewed as a pack- we have a job to do in that area 
age. In the aggregate when all too. If these trends happen to 
their features are considered to- change some of the ratios and pro- 
gether, their introduction had the portions that we have become ac- 
effect of increasing rather than de- customed to, there is no cause for 
creasing the agent’s earning pow- alarm. As far ahead as I can see, 
er. Commission rates always have our industry will always need an 
to be established so as to achieve increasing number of well-trained 
a balance within a complicated con- career agents. That being so, the 
text of competitive pressures. What life insurance industry must pro- 
counts is the final net effect on vide opportunities for career agents 
the agent’s earning power, and this to earn an ever-rising average ley- 
has been rising, not falling. When el of compensation. 
it comes to commission rates—90% ° ° ° 
of nothing is still nothing. 


: 3 Thi siderati ] 
Figures Not Available While these considerations lead 


me to take an optimistic view of 
the future economic position of life 
insurance agents generally, I do 
not want to leave you with the im- 
pression that we can in any way be 
complacent about the road ahead. 
We are all under competitive pres- 
sure—both agents and manage- 
ment alike. In the last analysis, 


As you know, figures on agent 
earnings are not available on an 
industry basis. But even if such 
figures were available interpreta- 
tion would be difficult because of 
multiple-company representation, 
part-time agents and other factors. 
Our own agents, including all with : : 
a year or more of experience, had the consumer is the piper and we 
average earnings of more than $7,- Must dance to his tune. The de- 
300 in 1956. This was 41% higher mands of the consumer are forever 
than in 1950,—much greater than Changing. We must adapt to these 
required to offset the increase in Changes or fall by the wayside. 


living costs over the same period. Adaptable Agent Best 
Our more experienced agents, five ; 
or more years with the company, | The most successful agent of the 
did even better than that. For ex- future will, therefore, be the most 
ample, our active senior Nylics— adaptable agent. If the pattern of 
those with 20 or more years of demand calls for increasing pro- 
service, had average earnings of portions of group, or A&S, or spe- 
more than $10,000 in 1956, or 71% cial plans of individual insurance, 
greater than in 1950. or whatever new things may be 
. . ° evolved, then agents who want to 
Competition among companies preserve their relative position in 
for new business sometimes tends the economy must learn to market 
to exert a downward pressure on these new coverages and without 
the rates of commission. Let us ad- too much delay. 
mit this frankly. But let us not — In our dynamic society there can 
forget that this theoretical down- be no vested security of earning 
ward pressure on the rates of com- power for the unadaptable individ- 
mission is met and balanced by ual. But as long as human beings 
an upward pressure on the amounts need to be persuaded to buy life 
of commission due to another kind insurance, the skillful and timely 
of competition—the ever-intensify- application of personal pursuasion 
ing competition for sales manpow- to the task of selling insurance will 
er. The equilibrium that has been be well rewarded. Our agency 
reached between these two forces system, as now constituted, is one 
has been an increasingly satisfying that offers a splendid career to the 
one for the agent, judging by the man who strives to keep his knowl- 
trend in his earnings. And there edge and skill abreast of changing 
is absolutely no reason to expect ‘ales opportunities and changing 
any adverse trend to develop in sales problems in our field of busi- 
the forseeable future. ness. Regardless of all other trends, 
this basic feature of the agency 
system has remained firm. That 
being true, the agency system will 
continue to remain the cornerstone 
of our marketing structure. 


Trend Favors Agents 


Even with the fundamental 
trends in our business favoring the 
agent rather than working against 
him, we still don’t need to regard 
all the old ways of doing things pominion Life Dinner 
as sacred and untouchable. The , 
composition and character of to- Dominion Life will have a dinner 
day’s market are undergoing many Thursday night at the Park Shelton 
basic changes. hotel, Detroit. Steele C. MacKen- 

The life insurance business, zie, assistant general manager and 
therefore, is always adapting itself superintendent of agencies, will be 
to constant changes by modifying the host at the dinner for all 
the forms of protection it offers, Dominion Life representatives at 
and the terms on which they will the NALU annual meeting. 
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Insurance, Corporate Dollar Working Together Lik e Magic 


(CONTINUED FROM PAGE 4) 





lus. This seems to amaze pros- 
pects and certainly gives them the 
balance sheet concept. 
Often our prospect will ask 
right here: “Are the premiums on 
this plan deductible?” This is a 
yery definite indication of interest 
on his part and we consider this a 
real buying signal, because now 
we can tell him: “No, the premi- 
ums are not deductible—how 
could they be? A corporation may 
only deduct items of business ex- 
pense—and we can see that if your 
corporation owns this plan for 20 
years and then liquidates it into 
cash it will have had no expense— 
it has simply transferred assets 
within its balance sheet. Of course, 
if the corporation liquidates the 
plan earlier—say in the 10th year 
—there has been an expense of 
$3,500, which is about $350 per 
year. This is so minor, probably 
jess than it costs to insure one of 
your trucks.” 


Magical Arithmetic 


On page 3, we demonstrate the 
magical arithmetic of the salary 
continuation plan. Here, we are giv- 
ing our executive’s widow $10,000 
per year for 10 years, a total of 
$100,000, at no cost to the execu- 
tive, and not only at no cost to the 
corporation but at a substantial 
profit to it. 

If there is any magic in the busi- 
ness world, this is certainly it. 
Well if it isn’t magic—it’s like 
magic ! 

Now we come to the deferred 
compensation for our executive at 
age 65. So let’s take a look at the 
status of the key man contract on 
the books of the corporation when 
he is age 65: 

Here, as you will see, we give 
the magic of the tax-free death 
benefit a chance to work for us 
and our client. Under our plan, 
the executive receives $8,000 per 
year for 10 years after retirement 
at no cost to him and at no cost to 
the corporation. In other words, 
we recommend that the corpora- 
tion pay the retirement income 
from current corporate earnings 
and deduct its payments. Then we 
reimburse the corporation for its 
cost through the tax-free death 


You understand it—I under- 
stand it—let’s make the buyers 
understand it! 


Pays The Corporation 


_ Now, we've said some pretty 
Jazzy things about disability ben- 
efits under a deferred compensa- 
tion plan. We said we can give 
$10,000 per year to a disabled em- 
ployee and, in addition, increase 
corporate earnings by $6,000 an- 
nually to indemnify the corpora- 
tion for the loss of his services 
while he’s disabled !! 

There’s nothing complicated 
about this. The corporation re- 
celves $400 per month tax-free. 
They pay out $833.00 per month— 


or $10,000 per year to the execu- 
tive—at an after tax cost (52%) 
bracket of $4,800 per year. 

The $6,000 corporate indemni- 
fication: Where does this come 
from? Under the waiver of premi- 
um provision—the cash equity in- 
crease directly reflected in corpo- 
rate surplus of $3,000 is equivalent 
to $6,000 of corporate earnings. 


Subject Is Impressive 


This whole subject impresses 
me. I think it’s Like Magic. But 
there are others who say: “How 
about the alter ego situation?” 
“How about the Casale Case?” 
The attorney or accountant can 
say, “How can we be sure of the 
tax situation?” or “Even if we 
agree with the tax implications to- 
day—how can we be sure of the 
tax situation a few years from 
now ?” 

Truthfully, I don’t have the an- 
swer for all these questions. As a 
matter of fact, I don’t have the an- 
swer to any one of these questions. 
But this I do know—and I know 
it without reservation—When this 
key man dies, becomes disabled or 
retires there is going to be a need 
for cash. It might be to indemnify 
the corporation to give it the same 
result that greatly increased sales 
would—just when needed _ the 
most. It might be to provide in- 
come to his widow. It might be to 
provide disability income on a fa- 
vorable tax basis both to him and 
to the corporation. It might be to 
provide retirement income to him 
at a cost to the corporation 





cheaper than other means, includ- 
ing a qualified pension plan. 

But, whatever the circumstances 
—way out there in the future— 
corporate owned life insurance 
will provide cash cheaper than any 


other 


investment vehicle. When 
you put life insurance with the 
corporate dollar, it’s magic: At 
least it’s “Like Magic.” 





A. L. Kirkpatrick, manager of 
the insurance department of U. S. 
Chamber of Commerce, is attend- 
ing the NALU convention. 








TRAINING ALLOWANCE Set 


WaLTER H. Hvuent, President 





General agents paid a substantial amount for recruiting and training. 


Life-time Service fees « Success-proven training courses 

e Basic and programming schools « Business and tax 
seminars « Check-o-matic and premium deposit plans « Special 
college senior plan » Complete line, low-cost life, accident, sick- 
ness, hospitalization, and major medical policies. 


ARNOLD Bere, C. L. U., Agency Vice-President 


Khe Meys 
Successful Agency Building 


CAREER COMPENSATION PLAN jeu 


A 2-year plan—liberal to both agent and general agent. 


PRODUCTION INCENTIVE AGREEMENT ale 


A contract for prospective agents unexcelled by leading companies. __ 


_ 
_ 
— 
-_ 









INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Colo., Fla., Ind., lowa, Ky., Mich, Minn., Mo., Neb, N D., Ohio, §.D., Texas, Wis 








agency vice president. 





The Protecting Hand 


This sculptured symbol was created to dramatically 
picture the role Woodmen Accident and Life Company 
insurance plays in supporting and protecting the family 
circle. Rewarding futures with this progressive pioneer 
in personal insurance are available in 26 states and 
Hawaii. For complete information, write L. J. Melby, be 


E. J. Faulkner, President 


Woodmen Accident 
and Life Company 


Lincoln, Nebraska 


A MUTUAL LEGAL RESERVE COMPANY > 











WOODMEN ACCIDENT AND LIFE COMPAN' 











ESTABLISHED 


1890 
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Era of Multi-Line Sales Could Mean 


Fewer Agents Making More Money 


(CONTINUED 


FROM PAGE 


7) 





fire (and already has) by practi- 
cally challenging life companies to 
invade the casualty field. 

After all, for years the life com- 
panies have housed, subsidized, 
and otherwise supported casualty 
brokers (even at times have had 
brokers under pensions, etc.). Why» 
then, can they not, in a similar 
fashion, extend their operations by 
offering interesting general insur- 
ance products and attractive com- 
missions and assistance to the 
brokers? 

As of the moment, the cat can 
jump either way, but in any event, 
[ think it’s safe to say that all-out 
insurance coverage and multiple 
selling is here! 

And as a result, it would seem 
that we are likely to expect almost 
as many changes in the next few 
years as we have seen to date. 

Here are some of the changes I 
think we might expect : 

1. Changes in product (packages 
all-inclusive). 

2. Changes in merchandising 
methods, such as complete monthly 
basis-discount for annual and tie- 
in advertising. 

3. Changes in compensation 
methods (yearly renewal as in cas- 
ualty). 

4. Company organization (all 
training and_ field supervision 
stemming directly from the home 
office possibly paid (partially at 
least) by the home office, elim- 
inating the manager or general 
agent by life-casualty companies. 

5. Possibly national supervision. 
In today’s economy big business is 
crossing state lines, making this a 
necessity, and uniform laws will 
have to be forthcoming. 

Now where will the agent come 
in? 

There be to- 


may fewer than 


day’s total of life and casualty com- 


bined, but they'll cover more 
ground and make more money. 


And I believe they'll tend to fall 
into four groups: 

1. The “top” ordinary group. 
The MDRT, CLU, estate planner- 
pension operator who will continue 
to serve the rich but minor (5% 
of the buying public), plus gen- 
eral business he does now. 

2. The capable middle ordinary 
underwriter will continue to serve 
the most important market, the 
$4,000-$10,000 income (35-45% of 
public). He will also tend to sell 
some general lines as well as he 
does now. 

3. The direct salesmen who are 
paid salaries by companies and will 
sell and service very large cases 
directly. 

4. Small groups of specialists 
who will set up cooperative op- 
erations and practice as doctors do 
today. 


Only One Man’s Guesses 


Of course, these are all one 
man’s guesses, and your guess is as 
good as mine. And, of course, ma- 
jor changes such as these, will take 
a long time coming and will affect 
mostly the younger men_ here. 
Nothing like this ever happens 
overnight. 

Life insurance is changing and 
it’s going to continue to change. 
The changes have come so thick 
and fast that many agents are 
groggy, confused. Well, when you 
get confused, give yourself a little 
break. Take time off to do a little 
investigating about what really is 
happening. Take time off to do a 
little serious thinking, for as some- 
one said, “Very few of us really 
think—we merely rearrange our 
prejudice.” 


Among those 
of the early ar- 
rivals at the re- 
ception at the 
NALU meeting 
in Detroit, are 
left to right, Gus 


Halloran, Balti- 
more Life, Wil- 
liamsport, Pa.; 


Hunter Hammill, 
Phoenix Mutual, 
Philadelphia, and 
Jack A. Stewart, 
Phoenix Mutual, 
Cleveland. 








Of course, there is a restlessness 
among field men, and home office 
leaders are groping for a sense of 
direction. We do have more prob- 
lems than ever before, but with it 
all, I believe we are in the most 
exciting era of life insurance his- 
tory! 

Actually, it would have been a 
tragedy if things like the changes 
didn’t happen. It’s wonderful that 
at long last, companies and men 
are willing to experiment, willing 
to make some mistakes. 

But no one has yet discovered a 
better formula whereby the stroke 
of a pen a man can create an estate 
for himself and his family. 

e + o 

And we're finding more and 
more ways of adding new services 
to our product and services. 

Life insurance is still the dom- 
inant force in financial America, 
still the most effective savings de- 
vice, still the most democratic bus- 
iness and one which probably of- 
fers the finest opportunity for per- 
sonal growth. 

The changes will come—but 
there will be a place for all who 
think, who decide where their 
place in the changing structure 
should be, and who roll with the 
punches in the early rounds and 
stay in fighting. 











Among this pleasant-looking group were some of the hosts and hostesses of a tea and reception given by 
the Detroit association for early arrivals at the NALU meeting in Detroit. Left to right are Mac F. Begole, 
Massachusetts Mutual, state national committeeman, Ann Arbor, Mich.; Frank Howland, Massacusetts 
Mutual, Detroit, arrangements chairman for the convention; Mrs. Howland; Charles R. Warren, Massa- 
cusetts Mutual, Oklahoma City; Clifford Lundgren, Equitable Society, president of the Detroit association; 


Mrs .'Warren, and Mrs. Lundgren. 


Provocative Slide 
Presentation On SS 
Unveiled At Detroit 


One of the most provocative 
items on the program of the an- 
nual NALU conventien at Detroit 
was the first showing of a slide 
presentation entitled “Can We 
Have Sound Social Security?” The 
22-minute narrative has been pro- 
duced by the NALU social security 
committee, under the chairmanship 
of Albert C. Adams, John Han- 
cock, Philadelphia, and was un- 
veiled at the committee meeting 
Monday afternoon. 

The presentation is the latest re- 
sult of NALU’s long years of cam- 
paigning to maintain a sound econ- 
omy and to contain haphazard and 





potentially dangerous politically- | 
inspired expansions of the original | 
social security “floor of protec- | 
tion.” 

Many of NALU’s 70,000 members 
not attending the convention will © 
soon be able to view the thought- 
provoking program locally. The 
film also will be distributed 
through more than 700 local asso- | 
ciations of NALU for showings be- | 
fore local civic, service, business, | 
and fraternal groups. Accompany- 
ing it will be a special social secur- © 
ity information kit, with instruc- 
tions for showing the slides, fact 
sheets, press releases, etc. 

Mr. Adams calls this slide narra- 
tive the keystone of a countrywide 
campaign “to prove that the old 
age and survivor insurance pro- 
gram is not cheap and show that 
more and larger benefits will have 
great costs to the nation’s workers. 
This is in keeping with NALU’s 
steadfast efforts to promote indi- 
vidual thrift and security and to as- 
sure solvency for OASI and the 
Americin economy. 


From Occidental Of N. C. 


R. H. Britton, director of train- 
ing, and B. R. McCotter, agency 
secretary, are attending the con- 
vention as representatives of the 
home office of Occidental Life of 
North Carolina. 


Hosts For Home Life 


Hosts at Home Life’s dinner 
Thursday night in Whittier hotel 
are John H. Evans, vice-president 
-sales, and Francis Low, assistant 
to the president. 
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Biace ‘Poor’ Talker, Now Voice Of NALU 


(CONTINUED FROM PAGE 3) 





—————— 


and in 1920 received a bachelor of 
science degree in economics. 

After a year which offered little 
romise as a clerk and solicitor of 
new business for Mercantile Trust 
& Deposit Co. of Baltimore, he quit 
and landed the clerk job with Con- 
necticut Mutual that led to his be- 
coming an agent. In his first 11 
months he earned only $389 a 
month but was not discouraged. 
“My first case was the most sat- 
isfving I’ve ever had from the 
standpoint of real benefit to the 
olicyholder’s family. And it was 
a death claim before the policy 
could be issued,” Mr. Adams re- 
called. “I sold this young fellow 
on Friday. He was killed the fol- 
lowing Tuesday in an automobile 
accident. His mother had told him 
not to buy the insurance. When I 
delivered the check, for $2,500, 


which was a big amount in those 
days, she didn’t want to see me 
and asked to be excused. That fam- 
ily really needed the money. The 
father had run away leaving her 
with three boys and a daughter. 
The $2,500 went a long way for 
them, and later other members of 
the family bought insurance from 
me.” 

Seeing from this how life in- 
surance could benefit limited-in- 
come families, Mr. Adams worked 
zealously and soon was on the way 
up. 

In 1926, John Hancock hired 
him and he has been with them 
ever since. First he was in Balti- 
more as supervisor for Maryland 
and the District of Columbia. In 
1929 he was elevated to general 
agent for Connecticut, and in 1939 
he accepted an offer to organize 





Urges Effective Ways 
Of Policing Ethics 


(CONTINUED FROM PAGE 
be postponed for no reason other 
than lack of time. 

After conferences with those 
chairmen to draw upon their ex- 
perience, and after thorough dis- 
cussion of the problem at our Ro- 
anoke midyear meeting, your chair- 
man requested the president to au- 
thorize the formation of a subcom- 
mittee of the committee on field 
practices. This subcommittee’s re- 
sponsibilities and duties are direct- 
ed to the matters and problems re- 
lated to special inducement policies 
and is called the “committee on 
special inducement policies.” 

The committee is small of nec- 
essity but will be expanded as oc- 
casion arises so as to have a well 
informed member in active charge 
of any situation arising in his lo- 
cality. The committee chairman 
will present a report of progress 
and of recommendation at the 1957 
convention. 
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Mass. Mutual Executives 
Here For Annual Dinner 


Hosts at Massachusetts Mutu- 
al’s dinner Thursday night in 
Sheraton Cadillac hotel are Leland 
J. Kalmbach, president; Charles 
H. Schaaff and Charles G. Hill, 
vice-presidents, and Kenneth W. 
Perry, 2nd vice-president. 

Also, Robert J. Ardison, direc- 
tor of field service; James R. Mar- 


Columbus Mutual Dinner 


Hosts at the Columbus Mutual 
Life dinner Thursday night in 
Wayne club are Ben F. Hadley, 
vice-president and director of 
agency administration; Fred C. 
Adams, superintendent of agents; 
Ralph E. Waldo, agency organ- 
ier; Allen R. Lewis, assistant su- 
perintendent of agents, and Frank- 
lin T. Phillips, director of train- 
ing and education. 


tin, director of agencies; Frank 
L. Meeske, superintendent of 
agencies; James T. Houghton Jr. 
and S. Alberta Stutsman, agency 
assistants. 


Commonwealth Life Hosts 


Commonwealth Life’s Thursday 
night dinner in Statler hotel has as 
hosts Homer D. Parker, executive 
vice-president ; Bernard E. Wilson, 
director of branch office agencies; 
H. R. Reynolds, J. C. Grubb and 
L. G. Neikirk, directors of district 
office agencies; and E. A. Trask 
Jr., superintendent of agencies. 


Here From Life Of Georgia 


Attending the convention as 
representatives of Life of Geor- 
gia’s home office are W. S. Owen, 
vice-president for business devel- 
opment; I. M. Sheffield Jr., chair- 
man; Rankin M. Smith, vice-pres- 
ident for field operations; U. H. 
Prickett, assistant director of 
training; T. D. Wakefield, director 
of training, and G. S. Cutini, di- 
rector of agencies. 


Equitable CLU Luncheon 

Lowell Eklund, assistant direc- 
tor of continuing education serv- 
ices at Michigan State university, 
is the speaker at the annual lunch- 
eon meeting of Equitable Society’s 
CLU Assn. on Thursday at Hotel 
Statler. 


From Liberty National 


Attending the convention from 
the home office of Liberty Nation- 
al Life are Charles T. Clayton, vice- 
president, and Stanford Y. Smith, 
director of manpower development. 


On Hand From B.M.A. 
G. J. Tritch, field manager of 


Business Men’s Assurance, is rep- 
resenting the home office at the 
convention. 


a new Philadelphia agency. 

Organizing a new agency from 
scratch is an exacting, time-con- 
suming operation, yet within a 
year Mr. Adams had a going con- 
cern with a staff including agents, 
supervisor, clerks and others and 
with a million dollars of life in- 
surance on the books. 


Has A Philosophy 


“T have a sort of philosophy on 
agency operation and life insur- 
ance sales,” he related. “It is that 
if the transaction is not good for 
the client it’s not good for me.” 
This fits in with Mr. Adams’ high 
regard for the industry’s national 
quality award. Agents qualify for 
this under a mathematical formula 
which, stated in general terms, re- 
quires that a substantial volume 
of business be written and a low 
lapse ratio maintained. Only 4% cof 
agents win it. “We have an office 
rule on the national quality award,” 
he says. “It is that if a man doesn’t 
qualify as soon as he’s been in the 
business long enough to be eligi- 
ble, out he goes.”” The award em- 
phasizes not so much volume of 
insurance written as its perma- 
nence or “quality.” The theory is 
that all concerned—especially the 
policyholder—benefit when the 
protection is permanent, whereas, 
no one benefits when it is lapsed. 

When World War II erupted, 
Mr. Adams took time off from 
his agency operation and again 
volunteered his time and energies, 
this time to the Defense Bond 


drive. Using the same vitality and 
aptitude which made him a suc- 
cess in his business, he left his 
office for more than a month, and 
as chairman of a Philadelphia cam- 
paign, he was instrumental in set- 
ting up an organization which sold 
$28 million of bonds and which 
was hailed as being among the 
most effective in the campaign. 

The new NALU president has 
held every office in the Philadel- 
phia and Pennsylvania agents’ as- 
sociations, was 1945 president of 
John Hancock General Agents 
Assn., and has been an officer or 
trustee of NALU since 1952. He 
is holder of the Philadelphia as- 
sociation’s coveted president’s cup, 
awarded “for sustained interest in 
association activities.” 

He is a member of the Pres- 
byterian Church, U.S.A., a 32nd 
degree Mason, and member of the 
Shrine, University and Down Town 
clubs of Philadelphia and Aroni- 
mink Golf club of Newton Square, 
Pa. An ardent golfer, he has a 
handicap of 11. 

His son, Albert C. Jr., is super- 
visor in his agency. There are two 
other children, Mrs. Reuben Ben- 
ner of Erlton, N. J., and Mrs. F. 
Forbes Hauptman of Hartford, 


Conn. 


Here For American United 


American United Life’s home of- 
fice is representated at the conven- 
tion by Robert B. Thompson, man- 
ager of training, and Kenneth E. 
Truax, assistant superintendent of 
agencies. 
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Committee Restates ‘Jumbo’ Concern 


(CONTINUED FROM PAGE 13) 





support for enactment of the for- 
mula from a number of their im- 
portant member companies. 

3. Our committee has had under 
consideration the following  pro- 
posal, suggested by our chairman: 

“That this committee recom- 
mend that the federal law and leg- 
islation committee propose to the 
appropriate congressional and/or 
Treasury Department officials that 
all premiums paid by employers 
for group life insurance, where the 
total combined coverages on any 
one life exceed the maximum 
amount prescribed by the 20/40 
formula contained in the NAIC 
model group life insurance defini- 
tion, shall no longer be allowed as 
necessary business expense deduc- 
tions.” 

The committee was polled by 
mail, and seven members voted 
against the proposal, while two fa- 
vored it. One member did not reply 
to the mail ballot. 

It should also be noted that at 
its annual convention on June 22, 
1957, the California association 
adopted a resolution bearing direct- 
ly on this same point. 

The California association, after 
reciting that the “important im- 
petus responsible for the growth 
of jumbo group is an artificial tax 
sheiter under federal statutes, 
which shelter was never intended 
for jumbo group cases,” urged that 
NALU seriously consider recom- 
mending changes in the federal 
tax laws “which would eliminate 
such artificial tax shelters from 
jumbo group life insurance.” 

If the national council and board 
of trustees agree with our com- 
mittee’s decision not to seek fed- 
eral tax legislation or changes in 
existing federal tax regulations in 
an effort to curb the further exten- 
sion of jumbo limits, then we rec- 
ommend: 

(a) A renewed and intensified 
allout effort through the state law 
and legislation committee to obtain 
amount limit legislation in the “no 
limit” states, patterned after the 


20/40 formula contained in the 
NAIC model definition. 
(b) An extensive educational 


program whereby the public and 
all of the various components of 
our agency forces may be helped to 
understand why unlimited amounts 
of group term insurance on indi- 
vidual lives are not in the best in- 
terests of the public. 

(c) Focusing the bright spot- 
light of publicity on those insur- 
ance companies which favor jum- 
bo limits or, perhaps better, pub- 
licizing those companies which op- 
pose such limits. 

(d) That this committee’s suc- 
cessors give careful consideration 
to the possibility of recommending 
a revision of the 20/40 formula, 
keeping in mind (1) that the $20,- 
000 lower limit contained in that 
formula has no relation to compen- 
sation, may therefore be excessive 
in many cases, and perhaps should 
be reduced to $10,000; and (2) that 
as a compromise measure, the pres- 
ent upper limit of $40,000 might be 
increased to perhaps $50,000. 

In 1956, the NAIC amended its 
model group life insurance defini- 
tion to prohibit the issuance of 
group term life insurance in con- 
nection with revocable installment 
purchase commitments and revoc- 
able installment savings plans. This 
amendment had NALU’s active 
support and if and when enacted 
into law in the various states, 
would go far toward preventing tie- 
in sales of group term life insur- 
ance with mutual fund shares. 


Submit Amendment 


At the NAIC annual meeting 
last June, a proposed amendment 
to the NAIC definition was sub- 
mitted by an eastern life insurance 
company which would expressly 
sanction the issuance of group 
term life to installment purchasers 
of securities. General Counsel Dun- 
away made a statement to the 
NAIC subcommittee on group life 
insurance, expressing the funda- 
mental opposition of NALU to 
such a proposed amendment and to 
the use of life insurance as “bait” 
to promote other plans of savings 
and investment as not being in 
the public interest. 


The NAIC subcommittee took 








As we begin our 55th year of service, we 
salute your fine record and wish for you 
a most successful Annual Meeting. 
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no action on the proposed amend- 
ment in June but presumably will 
dispose of it at the NAIC’s next 
meeting which will be held in New 
York City this December. 

Our committee’s subcommittee 
on Blue Cross-Blue Shield has re- 
ported that it has had a number of 
meetings in Chicago since the 
NALU midyear meeting in Ro- 
anoke. In the interest of time, we 
shall simply summarize the report 
made by the subcommittee to our 
chairman under date of Aug. 7, 
1957. 

In its report, the subcommittee 
pointed out that the Blue Cross 
and Blue Shield organizations are 
really 81 separate entities doing 
business in 45 states, Puerto Rico 
and Canada. Therefore, the sub- 
committee feels that a study of the 
legislative aspects of the Blue 
Cross-Blue Shield problem would 
alone “require the full-time serv- 
ices of a competent lawyer or leg- 
islative investigator.” 

The subcommittee also stressed 
the close ties between Blue Cross, 
on the one hand, and the American 
Hospital and American Medical 
Assns., on the other, and the conse- 
quent paramount need for our in- 
dustry to cultivate the ‘“under- 
standing and good will of the med- 
ical profession.” 


Must Meei Ad Progarm 


Finally, the subcommittee stated 
that it felt that it was highly im- 
portant for the insurance industry 
to take steps to meet more effec- 
tively the “national advertising 
and public relations program” 
jointly sponsored by the individual 
Blue Cross organizations “which 
has made the indelible impression 
on the public that Blue Cross is 
synonymous with hospitalization.” 

Having made the above observa- 
tions, the subcommittee stated that 
it was forced to conclude that it 
did not have “the necessary facili- 
ties to bring these problems to a 
solution and, in its present posi- 
tion, is quite impotent.” 

Accordingly, the subcommittee 
recommended that our association 
leave the primary responsibility for 
handling all problems posed by the 
Blue Cross-Blue Shield organiza- 
tions in the hands of the American 
Life Convention, the Health In- 
surance Assn. of America, the In- 
stitute of Life Insurance and the 
Life Insurance Assn. of America. 
However, the subcommittee stated 
its willingness to work with any 
committees appointed by the fore- 
going groups. 

The subcommittee concluded its 
report by saying: 

“It is the considered opinion of 
this subcommittee that in the in- 
terests of the American public, 
which has been faced with a con- 
stantly spiraling cost of hospital- 
ization and medical care, the time 
has come for the insurance compa- 
nies, with their proven ability, 
know-how, financial stability and 
service, to secure the preponder- 
ance of this business. 

“Tt is apparent that this can only 
be achieved by an adequate adver- 
tising and public relations plan 


and a thorough educational pro. 
gram by the companies for their 
agents on the advantages of in- 
sured plans.” ' 

Our full committee approves the 
findings, conclusions and recom- 
mendations of the subcommittee 
and recommends that the national 
council and the board of trustees 
do likewise. 


Various Companies Are 
Dinner Hosts to Agents 


Hosts at Lincoln National’s din- 
ner Thursday night in Fort Shelby 
hotel are Cecil F. Cross, vice-pres- 
ident and director of agencies; W, 
C. Brudi, Henry W. Persons and J. 
E. Rawles, 2nd vice-presidents, and 
Clifford L. Gamble, assistant su- 
perintendent of agencies. 

Guarantee Mutual’s host at its 
Thursday night dinner in Detroit 
Leland hotel are President Ralph 
E. Kiplinger ; J. D. Anderson, agen- 
cy vice-president; Floyd E. Rey- 
nolds, superintendent of agencies, 
and Orville J. Surbert, director of 
training. 

Calvin L. Pontius, senior vice- 
president-insurance, is host of 
Fidelity Mutual’s dinner Thursday 
night at Fort Shelby hotel. 


Hosts of the Equitable Life of 
Iowa dinner Thursday night at 
Statler hotel are J. Richard Ward, 
agency vice-president; A. Scott 
Anderson, agency secretary, and 
E. J. Wills, sales promotion super- 
visor. 

Hosts at Canada Life’s dinner 
Thursday night in Statler hotel 
are J. S. Harris, superintendent of 
eastern U. S. branches, and P. R. 
Pepper, assistant superintendent of 
eastern U.S. branches. ~ 

Hosts at Aetna Life’s dinner 
Thursday night at Detroit Athletic 
club are D. E. Hanson, assistant 
vice-president, and D. S. Connell, 
superintendent of agencies. 


President Deane C. Davis and 
Ward Phelps, superintendent of 
agencies, are hosts at the National 
Life of Vermont dinner Thursday 
night at Whittier hotel. 


Hosts Thursday night at Guard- 
ian lLife’s dinner at Sheraton- 


Cadillac hotel are D. J. Lyons, vice- 
president; E. J. Phelps, agency di- 
rector, and George Pauldi, assist- 
ant field director-Pacific coast. 


Phoenix Mutual’s hosts for its 


Thursday night dinner in Park 
Shelton hotel are Herbert C. Skiff, 


vice-president, and Clifford L. 
Morse, agency vice-president. 
President Charles J. Zimmer- 
man; Vincent B. Coffin, senior 
vice-president, and Horace R. 


Smith, assistant agency vice-pres- 
ident, are hosts for the Connecticut 
Mutual dinner Thursday night at 
Statler hotel. 
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Mary Cassedy Finds Much Satisfaction In 
Selling Variety Of Policies In Rural Area 


Although there are not many 
large cases written in her area, 
_ ss Mrs. Mary E. L. 

Cassedy, New 
York Life, Kal- 
ispell, Mont., 
finds there are so 
many moderate 
sized policies to 
write that they 
seem to come 
from a_ never- 
ending source. If 
cultivated, these 
Mrs. M.E.L. Cassedy = policies will grow 
far beyond a person’s dreams. The 
small cases give the greatest de- 
light to the agent and clients be- 
cause they often represent the best 
that a person can afford. A variety 
of coverages are sold by agents who 
have to do a lot of traveling 
through the rural area in all kinds 
of weather. Mrs. Cassedy gave her 
talk, “Estate Planning and Busi- 
ness Insurance” at the “Sellarama” 
Sunday afternoon by Women’s 
uarter Million Dollar Round 
Table. An abridged version follows. 


By MRS. MARY E. L. CASSEDY 


If people in the Kalispell area 
are treated with courtesy and hon- 
esty they will remain your friends 
and will be loyal to you. You are 
judged here by not what you have 
but what you do and what you 
stand for. Since the people are few 
in number, the underwriter knows 
clients well and generally becomes 
quite close to them. The under- 
writer who works in a rural area 
must be careful to treat all on 
equal terms, because the low man 
today may be on the top tomorrow. 
Life is funny. 


Not Much Wealth 


This area does not abound in 
material wealth, but the people who 
are here wish to preserve what they 
have earned for their own futures 
and for the futures of their fam- 
ilies. They realize that insurance 
will help preserve those hard- 
earned holdings. The jumbo cases 
are not numerous but there are so 
many of the moderate size policies 
to write that there is a never-end- 
ing source. To some people this 
never-ending source might be com- 
pared to locusts emptying a gran- 
ary. There seems to be no end. 
From these moderate-sized poli- 
cies, if they are cultivated, they 
grow—and a great number of 
times far beyond the dreams and 
the expectations of an individual. 

Sally believed in insurance but 
she had a husband who did not. She 
was rather a neglected wife, but 
eventually she knew that she would 
have an inheritance from her fa- 
ther’s estate. The day that these 
business holdings were transferred 
to her, she called and asked for in- 
surance. She didn’t know what she 
needed and neither did anybody 
else, but her chief aim was to start 
saving money. A series of endow- 
ment and educational policies were 


written for her and her children. 
Times have changed and her hold- 
ings have become more valuable, 
and the tax structure of our nation 
more demanding. She has changed 
her endowments and added tem- 
porary insurance. The educational 
policies will soon be ready for use 
and at that time she will convert 
her term insurance to a standard 
type with her children as owners 
of the converted policies. An agent 
must keep up with the changing 
times, and while they are growin: 
keep all current and back policies 
up to date. The public will appre- 
ciate it, if they are let in on the 
new secrets. It is the greatest 
source of new business if you try 
to keep it cultivated. 

Whenever a new business comes 
into any area, there is generally a 
lot of speculatory stories of its 
greatness. A new group of loggers 
came into northwestern Montana 
about 10 years ago. A call was made 
on this group and it was found 
that they had very little insurance. 
In fact, the three members had a 
total of $1.000 in insurance. with 
a fraternity house as its beneficiary. 


Making A New Start 


They were making a new start, 
their stumpage was exceptional, 
and they were being guided by an 
experienced, sharp father. The re- 
sult is that they have grown to be 
a large outfit for this area. Times 
have been good to them, and they 
were convinced that they had bet- 
ter build an insurance program.- 
The father contended that he felt. 
their creditors would like them a 
little better if they knew there was 
sufficient amount of insurance to 
take care of their obligations. They 
have purchased over $750,000 of 
insurance since that day 10 years 
ago. The last group of policies were 
for stock retirement in their new 
corporation. The business and its 
satellites had expanded at such a 
pace that they were forced to in- 
corporate. Besides their own per- 
sonal insurance they have a good 
group, and a great amount of per- 
sonal insurance has been written 
among their employes. 


Speaks Of Problem 


An editor of a small newspaper 
spoke of his problem and wanted 
to know how insurance could solve 
it. His head printer had come to 
him when money was tight and he 
realized the fact that he could not 
give him the wages that he was 
entitled to. He told the man that 
he would be given 10% of all new 
profits if he remained. The busi- 
ness prospered and he felt that he 
needed something to compensate 
the wife if the man should pass 
away, and then he wanted his busi- 
ness alone. The solution was a key- 
man policy. 

Many people do not realize that 
an insurance policy is the skeleton 
that an underwriter will shape to 
fit their needs. One day a lumber 
mill operator made the remark that 


he had read what business insur- 
ance could do and he thought that 
it must be pretty good stuff. Even- 
tually a group of policies were 
written for the three partners on 
a criss-cross basis. When the pol- 
icies were delivered they were def- 
initely surprised that they looked 
just like a personal life insurance 
policy. 

There is an agent who works 
with farmers, and farmers are re- 
ally the most satisfied people in 
the world if they are making a liv- 
ing. Tomorrow doesn’t bother 
them too much. To make some of 
these satisfied clients aware of a 
serious situation, they have to be 
jarred. This is done with a ques- 
tion: “Who is going to pay this 
mortgage?” Of course, the agent 
expects the farmer to tell him that 
there isn’t any. The agent will 
then explain to him that when he 


takes his last breath Uncle Sam 
and the state of Montana will 
slap one on immediately. It is 
an eye-opener and they begin 
thinking. But still they have 
to be shown. In the = agent’s 


kit is carried a photostatic copy of 
the recent probated estates in that 
area but with no names on them. 
They are chosen from a group that 
is debt-free. It generally leads into 
a good programing job and pol- 
icies if they can qualify. They have 
been shown the cash needed to 
preserve their material accumula- 
tions. And insurance was the easi- 
est way to provide it. 

The small cases are the bread- 


and-butter cases not only for the 
agent but for the people. These 
cases are the ones that can give 
the greatest delight. It is great to 
g» down the street or into some 
public place and be greeted by men, 
women and children as a friend. 
No matter how small the case, re- 
member they are giving the best 
thrt they can afford to some one 
that they love. They have their 
problems and an underwriter has 
a responsibility in guiding them. 
It is a challenge. 

The operations of the agent in the 
rural areas are scattered, and one 
has to do a great deal of driving. 
Perhaps some people would call 
it pioneering. Summer and winter 
we fight the elements, the heat and 
cold and ice and the snow. A fel- 
low gets awfully weary. Wouldn’t 
you often wonder why a person 
is so foolish as to stay with a job 
like this, especially in this area? 
Then you take a check to some 
widow and she says, “I can never 
thank you for stopping that day, 
because this is all I have left.” It 
might be the beneficiary of the re- 
maining dollars of an annuity say- 
ing, “How grateful we are that 
Johanna had this—because of no 
financial worries, her life was pro- 
longed.” Feeling kind of down, you 
go walking along the street and 
everybody is glad to see you. May- 
be that is your thank-you. You will 
think again, and maybe that sub- 
conscious thought will really make 
you believe that you are doing a 
service to your fellow men. 


THE CROWN has just devised 

Two plans worth being advertised. 
Ordinary Life and term, of course 

Will suit your needs from every source. 


EXECUTIVE WHOLE LIFE is our non-par plan 
Especially arranged for your businessman. 
Level protection since you needn’t borrow 
And pile up interest for tomorrow. 


RENEWABLE TERM for one year or five 
Will make your cost-conscious client revive. 
If the need is here, but the money is not 
Our term should be your client’s lot. 


Executive 


Whole Life 


$15.07 
21.81 
33.25 


40 
50 


One Year 
Renewable Term Renewable Term 


Five Year 


$ 5.85 
8.19 
15.46 


$ 4.95 
6.46 
11.61 


New Jersey Life Associates, Inc. 
Raymond Commerce Building 
NEWARK 2, NEW JERSEY 
Phone: Mitchell 2-2083 


for Personal Service: 


MILTON J. STERNGOLD 


for Personal Service: 


MARK M. BYRON 


J. DICKSTEIN, C.L.U. 
President 


CROWN LIFE INSURANCE CO. 
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Agents Forum Plays To Packed House 


(CONTINUED FROM PAGE 3) 





wouldn't sell them. He went on to 
say that he thought agents today 
are “defaulting’—giving up too 
easily when the prospect. shies 
away from the investment aspect 
of life insurance. Agents are being 
talked out of one of the best fea- 
tures of life insurance—the com- 
pulsory accumulation feature— 
that makes it the best way for 
most people to accumulate money. 
They may talk about accumulat- 
ing it in other ways but the fact is 
that they don’t. 


Don’t Be Afraid 





Mr. Engelsman urged agents 
not to be afraid when the prospect 
asks cost, but to point out that 
low-cost term insurance means 
only that the prospect is talking 
about dying rather than living. 
Asked if it were wise to let the 
customer dictate what kind of in- 
surance he wants to buy, Mr. 
Dowell answered that if people 
can’t get what they want from 
private industry they are likely to 
try to get it from the government. 
He expressed the view that there 
should be legislative limits on 
jumbo group and on_ group-on- 
group but not as a means of pro- 
tecting the agent’s market and 
commissions. He said it should be 
done because there is terrific pres- 
sure from corporations to get life 
companies to exceed sound limits 
and if legislation isn’t enacted 
some companies are going to get 
into trouble. But unless key states 
like New York, California, and 
Michigan enact group limits, the 
situation won't be cured, he said. 

Asked how the family policy 
might be expected to affect weekly 
premium business, Mr. Hamrick 
said it would probably discourage 
it “to a degree” but that there will 
be a market for weekly premium 
insurance “for a long time to 
come. 


There are three factors in- 
volved, he said: Prosperity makes 
it possible for the former weekly 
premium payer to buy $5,000 or 
$10,000; agents are trained to sell 
larger amounts, and agents devel- 
op a pride in being able to sell 
these larger amounts because oth- 
er agents they know are doing it. 

Mr. Johnson was asked why it 
is that Institute of Life Insurance 
advertises against inflation but 
some of its member companies ad- 
vertise term plans and “specials” 
which leave more money free for 
spending. He said that generally 
the companies issue the kind of 
policies their agency forces think 
they can sell because they will ap- 
peal to the public. He said that 
companies give a great deal more 
heed to what the agency thinks 
will sell than what the compa- 
nies create in their ivory towers.” 

Asked about commissionless 
group, Mr. Dowell pointed out 
that very often the commission 
margins in a policy are used to- 
ward the salaries of the group spe- 
cialists who may spend much time 
working up a case. The main thing 
is that no incentive should be giv- 
en to the buyer to try to get the 
commission eliminated. 


Nominate Officers 


At the national council meeting 
Tuesday, the nominating commit- 
tee’s slate was formally placed in 
nomination. As expected, there 
were two trustee nominations 
from the floor. William H. King, 
general agent of Fidelity Mutual 
“ife at St. Louis, was nominated 
by Herbert A. Hedges, general 
agent of Equitable Life of Iowa, 
Kansas City, and R. B. “Tilly” 
Walker, New York Life, Holly- 
wood, Fla., was nominated by 
Robert Thweatt, manager of Pen- 
insular Life, Daytona Beach, Fla. 


The election is scheduled for 





Of security... 


THE 





By security... 
And for security... 


It takes a lot of salesmanship to make every sale of security, 
even though the demand is overwhelming! Here every 
contract is backed by Security . . . 
really begin to sell for security. 


(The address is Lincoln—not Gettysburg. ) 


—Ask E. A. Frerichs about a... 
“PLAN WITH SECURITY” 


SECURITY MUTUAL LIFE 
INSURANCE COMPANY 


LINCOLN, NEBRASKA 


and that’s when you 








Two men from 
Metropoli- 
tan Life at the 
NALU annual 
meeting at De- 
troit are Harry 
Levey, left, su- 
perintendent of 
agencies of the 
western division, 
Beverley Hills, 
Cal., and Harry 
J. Nelson, super- 
intendent of 
agencies of the 
midwestern divi- 
sion, Chicago. 








Thursday afternoon. Also due for 
action at that time is the proposal 
to change the bylaws so that a 
single committee would take over 
the functions of the present three 
committees on relations with trust 
officers, attorneys, and account- 
ants. The trustees favor this con- 
solidation. 


President A. Jack Nussbaum 
paused in the national council 
proceedings to recognize Harry 


Syphus, Beneficial Life, Salt Lake 
City, a former trustee of NALU, 
who came to the convention in 
spite of being confined to a wheel 
chair because of illness. He was 
given a standing ovation. 


Tells Of Building Progress 


Pust president Charles E. Clee- 
ton, general agent of Occidental 
of California in Los Angeles and 
chairman of the NALU building 
committee, gave an_ enthusiastic 
account of the progress that is be- 
ing made toward starting work on 
the structure, to be located at 22nd 
and C streets, N.W., in Washing- 
ton, D. C. 

The national council elected the 
following nominating committee 
for next year: Joseph Davis, Home 
Life of New York, Detroit; Ver- 
non E. White, Northwestern Mu- 
tual, Albuquerque; Hugh S. Bell, 
general agent of Equitable Life of 
Iowa in Seattle; William R. Rob- 
erson, Massachusetts Mutual life, 
Boston, and Herbert R. Hill. man- 
ager Life of Virginia, Richmond. 

Commissioner Larson of Flori- 
da was introduced by Mr. Nuss- 
baum to the national council. 

The NALU-LUTC | luncheon 
was on Wednesday, followed by a 
meeting of the agency manage- 
ment training and advisory com- 
mittee and an association work- 
shop for the assistance of local 
and state association officers. Aft- 
ernoon activities also included 
sightseeing tours. 

Equitable Society was host at a 
reception for Fitzhugh Traylor, 
president of American Society of 
CLU and Equitable’s manager at 
Indianapolis. 

That evening, American College 
held its dinner and conferment ex- 
ercises. Speaker was Dean Stanley 
F. Teele of the graduate school of 


business administration of Har- 
vard university. 

Breakfast sessions on Thursday 
included the Graduate Society of 
Life Insurance Marketing Insti- 
tutes, Texas Trained Seals, and 
the women agents’ “dutch treat” 
breakfast. 


Speaks At Second Session 


The second general session had 
as its first speaker Umberto Palo, 
agent of Prudential at South 
River, N. J. Commissioner Na- 
varre of Michigan, president of 
National Assn. of Insurance Com- 
missioners, was scheduled as the 
first speaker of this session but 
was unable to be present. 

There followed the traditional 
Million Dollar Round Table Hour, 
with MDRT chairman Howard D. 
Goldman of Richmond, North- 
western Mutual’s Virginia general 
agent, presiding. 

Speakers were Harry C. Cope- 
land Jr., Massachusetts. Mutual, 
Syracuse, whose subject was “Like 
Magic—Deferred | Compensation 
Plans” and Joe Thompson Jr. 
Northwestern Mutual, Nashville, 
speaking on “The Hard Way Is 
the Best Way.” 


Romney Closes Session 


Closing speaker at the Thurs- 
day morning session was George 
Romney, president of American 
Motors Corp. 

Also on Thursday’ morning 
there was a _ meeting of the 
LIAMA committee on education 
and training. 

Scheduled for Thursday after- 
noon is the talk of Rep. Martha 
Griffiths of Michigan at the lunch- 
eon sponsored by the NALU com- 
mittee of women underwriters, the 
national council meeting and con- 
vention business session, while in 
the evening there will be 38 com- 
pany receptions and dinners, fol- 
lowed by the traditional presi- 
dent’s reception and ball. 

Friday morning there will be a 
fellowship “brunch,” principal fea- 
tures of which will be the presen- 
tation of the John Newton Russell 
memorial award and the address 
of the new president of NALU, 
Albert C. Adams, general agent of 
John Hancock at Philadelphia. 


the fact 
73% ot 
bers CO 
jnsuran 
busines: 
mately 
from ¢ 
the bal: 
miscella 
“We 
js that | 
lion do 
know 1 
walks o 
tremes. 
had one 
fied du 
busines: 
qualifies 
utive y¢ 
two wh 
age 79. 
“Som 
ers are 
college 
ferent « 
had onl 
and ne 
All of t 
have a 
and a d 





i ¢ 











AETI 
16 Cou 


| | 


JOH 
, NATIC 
| 530 Fit 

D 


Ne 


—— 








2nd Day 





yf Har- 


hursday 
ciety of 
r Insti- 


Is, and 
1 treat” 


on had 
o Palo, 
South 
er Na- 
lent of 
e Com- 
as the 
on but 


litional 
- Hour, 
ard D. 
North- 


yeneral 


nnd Day 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 19, 1957 


43 











(CONTINUED FROM PAGE 3) 


ADRT Qualifiers Sell Like Others 





the fact still holds that better than 
75% of the earnings of our mem- 
hers come from personal life in- 
insurance sales and about 10% from 
pusiness life insurance, approxi- 
mately 10% of income flowing 
fom employe benefit plans and 
the balance from salaries, fees or 
miscellaneous coverages. 

“We cannot tell you just what it 
js that makes fer a composite mil- 
fion dollar producer but we do 
know that they come from all 
walks of life and that there are ex- 
tremes. This year, for instance, we 
had one new member who quali- 
fied during his first year in the 
business, at age 22, another who 
qualified for his seventh consec- 
utive year at age 29, and at least 
two who continued to qualify at 
age 79. 

“Some are tall and thin and oth- 
ers are short and fat. Others are 
college graduates with several dif- 
ferent degrees, while still others 
had only a few years of schooling 
and never reached high school. 
All of them, however, we believe, 
have a positive mental attitude 


and a determination to succeed in 


this business. They usually have a 
track to run on and a set work 
procedure which they follow. 


“We who have been in the round 
table for a number of years have 
come to appreciate the fact that an 
individual can be smart, well-ed- 
ucated, with an excellent personal- 
ity—he may be good-looking and 
have integrity and excellent con- 
tacts—all of these of course are 
important, but they are meaning 
less unless the individual is_ will- 
ing to personally pay the full price 
of success.” 


Mr. Goldman commented that 
MDRT membership has doubled 
approximately twice in the last 
10 years. He pointed out that of 
the 2,438 members in the 1957 
round table, a total of 2,087 defi- 
nitely established that they had in 
1956 paid for a million dollars or 
more of life insurance according 
to MDRT rules. There were 663 
first-time qualifiers, almost equal 
to the total membership of 10 
years ago, 


Mutual Of New York Dinner 


Hosts at the Mutual of New 
York dinner Thursday night in 
Statler hotel are Stanton G. Hale, 
vice-president for sales; James B. 
McAfee, 2nd vice-president for 
sales; Joseph J. Melly Jr., director 
of brokerage sales, and Edward 
E. Waller, central region vice- 
president for sales. 





Indianapolis Life Hosts 

Arnold Berg, agency vice-presi- 
dent, and Doyle Zaring, manager 
of agencies, are hosts for the In- 
dianapolis Life dinner Thursday 
night at Fort Shelby hotel. 





Robert Mueller, agency director 
-eastern states, is host at Wash- 
ington National’s dinner Thursday 
night at Statler hotel. 








From Ohio National Life 


Ohio National Life’s home of- 
fice is represented at the conven- 
tion by B. E. Hopton, agency sec- 
retary. 





Robert C. Webb, director of 
agencies in the midwest division, 
is here for the home office of Un- 
ion Mutual. 


List Company Men 
At NALU Meeting 
Ralph J. Walker, vice-president 


of Pacific Mutual, is representing 
the home office at the convention. 


Representing Ohio State Life’s 
home office at the convention are 
Frank L. Barnes, Ist vice-presi- 
dent; Howard W. Kraft, vice- 
president and director of agencies, 
and Frank Carter, director of field 
training. 


Here from the home office of 
Manufacturers Life are K. G. Mc- 
Nab, vice-president and chief agen- 
cy officer; T. H. Neville, agency 
vice-president, and N. T. Sheppard, 
agency supperintendent. 


C. S. Gay, agency secretary of 
Life & Casualty of Tennessee, is 
representing the home office at the 
convention. 


Representing the home office of 
State Life of Indiana at the con- 
vention is Edward A. Krueger, 
conservation supervisor. 


Max S. Bell, vice-president of 
Continental American Life, and 
Patrick H. Yeoman, superintend- 
ent of agencies, are attending the 
convention from the home office. 
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FROM THE 
NEW YORK 
GENERAL AGENTS 
& MANAGERS 


eT. 


AT DETROIT 





DONALD M. MUNN 


HOME LIFE INSURANCE COMPANY 


15 Park Row 


Manager 


New York 38, N. Y. 


Telephone 
BArclay 7-6860 








MATT JAFFE ASSOCIATES, LTD. 
General Agents 
MOUNT VERNON LIFE INSURANCE 
COMPANY OF NEW YORK 
(formerly Union Casualty & Life Ins. Co.) 
Brokerage Managers 
Paul Fishman Benjamin Amdurer 


Harry A. Erter Dan Jaffe 
431—-5th Ave. New York 16, N. Y. MU 4-5779 





PHILIP F. HODES 


General Agent 


ED HODES, ASSOC. GEN. AGT. 
NATIONAL LIFE INSURANCE CO. 


OF VERMONT 
55 Liberty Street New York 5, N. Y. 
Telephone 
BArclay 7-3972 








GILBERT V. AUSTIN, C.L.U. 
General Agent 
AETNA LIFE INSURANCE COMPANY 


BROOKLYN 1, N. Y. 
TRiangle 5-7560 


16 Court Street 


IRVING S. BOBER, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BROOKLYN 1, N. Y. 
TRiangle 5-9651 


185 Montague St. 














THE BRAGG AGENCY 


JAMES ELTON BRAGG, C.L.U., General Agent 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


50 UNION SQUARE NEW YORK 3, N. Y. 
GRamercy 3-3000 


et Ee aL. ison | oo 


General Agent 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


NEW YORK 338, N. Y. 
Digby 4-4780 


100 William Street 

















JOHN J. KELLAM, General Agent 

NATIONAL LIFE INSURANCE COMPANY 

530 Fifth Ave. New York 36, N. Y. 
Direct Wire N.Y.C. to New Canaan, Conn, 


Call CYpress 2-6676 
New Canaan telephone — WOodard 6-2636 











CONGRATULATIONS 
ARTHUR L. SULLIVAN 


President ‘ 
of the Life Underwriters Association of New York 


HAROLD N. SLOANE, C.L.U. 
Life Associates—General Agents 


CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-1545 








GLENN G. GEIGER, C.L.U. 


Agency Manager 
THE NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


216 Madison Avenue New York 17, N. Y. 
Murray Hill 2-8533 
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Top Reward Is Relying On Own Ability 
Instead Of Salary’s ‘False Security’ 


Tremendous enthusiasm for her 
work characterizes Valerie Kas- 
urak, leading 
agent for Excel- 
sior Life at 
Windsor, Ont., 
who addressed 
the annual ban- 
quet of Women’s 
Quarter Million 
Dollar Round 
Table during the 
NALU meeting 
at Detroit. 
There’s nothing 
wrong with making money, she 
feels, but says that “if we wish to 
be a potent force in our community, 
if we wish to maintain a profes- 
sional attitude, we should have as 
our primary attribute the desire to 
serve our fellow man without re- 
gard for financial reward.” 


By VALERIE KASURAK 


Without a doubt the greatest 
compensation that we receive from 
being in this business or profes- 
sion is the excitement that comes 
from giving up the false security 
of a salary and staking everything 
on our ability. 

For me another important ad- 
vantage is the flexibility of the 
working hours which make it pos- 





Valerie Kasurak 


sible for me to serve on many 
worthwhile organizations in my 


city. You couldn’t do that in any 
other business without jeopardiz- 
ing your income or your position. 
It is a source of great satisfaction 
to me to be able to work with or- 
ganizations that look after those 
persons who may not have passed 
an insurance medical, or could not 
pay the insurance premiums or just 
did not have the forethought to 
avail themselves of the benefits of 
life insurance. It is most gratify- 
ing to be able to do some good for 
which you receive no commission. 


give to the life insurance business 
is dependent to a large degree on 
our ability to produce plus our per- 
sonal financial need. Since this is 
the case, many in our business have 
enjoyed a 4-day week long before 
it became a national employment 
issue. Then there are those of us 
who don’t want it. But it’s worth 
listing as an extra dividend. 
\Whether you’re on a 4-day week 
or a 7-day week, did you ever stop 
to consider and assess the broad 
experience and liberal education 
that the life underwriter receives 
through his daily contact with 
many different people in the great- 
ly diversified businesses and pro- 
fessions? Most of my life I have 
lived in Windsor, but it is only 
since my association with the life 
insurance business that I have had 
an opportunity to learn something 
about the automotive industry, 
about the feeder plants, about tool 
and die making, about decentral- 
ization, about small businesses and 
important professions. The life in- 
surance business is responsible for 
my really knowing my community 
and my meeting and respecting 
the many wonderful people who 
make up the city of Windsor. This 
alone is a rich experience that en- 
dows us with a broader outlook 
and a deeper understanding. Why, 
at this rate by the time I am 65 I 
may be called “A wise, old woman.” 


Not A Sentimentalist 


I am not a sentimentalist, but 
I can’t overlook the compensation 
that I receive from the fond and 
tender attachment of the hundreds 
of children of my many policyhold- 
ers. I won’t take time to develop 
this but I will say that the compen- 
sation is threefold: (1) It makes 
an old spinster like myself very 
happy to have “little darlings” 
climb all over me when I call on 


The number of hours that we their fathers; (2) these “little dar- 





William King, left, Fidelity Mutual, St. Louis, a candidate for trustee 
of NALU, is shown at the annual meeting in Detroit with Mrs. King and 
Ralph W. Fischer, Northwestern Mutual Life, Los Angeles. Mr, 
Fischer is president of the Los Angeles association. 





lings” remove competition for me 
in that home faster than any well- 
rehearsed sales techniaue, (3) these 
same “little darlings” will some 
day be my policyholders. These 
policyholders I am happy to in- 
herit—but others, I choose. 

How lucky we are to be in a 
business which permits us_ to 
choose our clients. You and I can 
call on anybody and everybody in 
our community. We may not sell 
all of them but we have a message 
for every one of them. For me this 
is one of the great advantages of 
our business. To be able to call on 
Mr. Prospect, president or execu- 
tive of XYZ Co. Because I work 
by appointment, Mr. Prospect has 
invited me to his home this eve- 
ning. I will meet his charming 
wife, whom I always wanted to 
meet. He will tell me how he be- 
came a success. He might even 
buy a policy from me and then for 
years to come look to me for in- 
surance advice and expect me to 

















A quintet from 
the nation’s capi- 
tal at the NALU 
meeting in De- 
troit, are, left to 
right, Vern Zim- 
merman, Acacia 
Mutual Life; H. 
Cochran Fisher, 
Aetna; Thelma 
R. Davenport, 
Northwest- 
ern Mutual Life, 
chairman of 
NALU Women’s 
Underwrit- 
ers ; Joseph Bald- 
win, Northwest- 
ern Mutual, and 
C. Carney Smith, 
Mutual Benefit 
Life. 


call at his home regularly. Just 
think—all this and commissions 
too! 

And when two or three of the 
city’s top agents are competing 
for this same Mr. Prospect’s busi- 
ness and I come out with the ap- 
plication; well, no amount of com- 
mission can substitute for the tre- 
mendous thrill of winning in a 
tough race. 

These are but a few of the re- 
wards of this wonderful business 
of ours. Time does not permit me 
to discuss others. May I conclude 
by simply saying that I think that 
the life insurance business is “the 
greatest.” It has provided me with 
comforts that only a_ well-to-do 
husband could have given me. It 
has given me a host of new and 
wonderful friends. And if on oc- 
casion I am not successful in sell- 
ing that policy, I have the satis- 
faction of knowing that I am los- 
ing out to the finest bunch of men 
and women in the life insurance 
business. 


From Southwestern Life 


R. R. Davenport, vice-president 
and agency director, and J. Carlton 
Smith, educational director, are 
representing Southwestern Life’s 
home office at the convention. 


Berkshire Representatives 


Berkshire Life’s home office is 
represented at the convention by 
George D. Covell, agency vice- 
president, and Ralph H. Patton, 
assistant superintendent of agen- 
cies. 


Northwestern National Host 


E. P. Balkema, manager of agen- 
cies of Northwestern National, is 
host at the company dinner Thurs- 
day night in Detroit Leland hotel. 


Alice Carton, home office under- 
writer of Jefferson National, is rep- 
resenting the home office at the 
convention. 
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“My husband is enthusiasm personified 
since his agency began selling Combined 


“Il never realized that a Combined 
Package Plan could do so much for a 
general agent. With the specialized 
training and merchandising help Com- 
bined has given me, I’m on my way to 
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“| want to acknowledge the nice checks 


you sent me after my accident. | am 
very grateful to you and appreciate 




















Ht accident and health insurance. What an success beyond my fondest dreams.” 
— and amazing difference his new interest has your prompt service. | shall always 
les. Mr, made in our home life.” praise your policy and Company.” 
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“The life of a sub-agent can be a very “I’m so proud of my Dad. Since he has 
happy one, as we discovered with been with Combined he has become one 
Combined. We have a better income, a of the leading insurance agents in the 
een- beautiful home and an unlimited future.” state. Boy, can my Dad sell!” 
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‘“... to continue our constant and unremitting effort 


to discover ways and means to increase the purchas- 
ing power of the /ife insurance dollar...” 









Philip Burnet 
President 1907—1932 


These words of the late Philip Burnet, 
founder and first president of Continental 
American Life Insurance Company, ex- 
press the basic philosophy that has guided 
the company for half a century. Adopted 
when Continental American was incorpo- 
rated on June 6, 1907, it is a philosophy 
from which the company management 
has never departed. 


Under the leadership of its three presi- 
dents, Mr. Burnet, Adolph A. Rydgren and 
Dr. Claude L. Benner, the company’s ef- 
forts to stretch the protection power of the 
premium dollar have resulted in bringing 
more adequate life insurance within the 
reach of millions. 


Today, the most dramatic proof of the 
soundness of Continental American’s 
basic philosophy is in the growth of in- 
surance in force. In the past three years 
the company added another Aundred million 
dollars to bring its total insurance in force 
to more than $400,000,000—a tangible 
tribute to the vision and soundness of 
Continental American’s leaders. 


Adolph A. Rydgren 
President 1932—1949 
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Dr. Claude L. Benner 
President 1949— 
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OVER $400,000,000 INSURANCE IN FORCE TODAY! Increasingly 

rapid growth of Continental American's insurance in force is shown in 
this graph. Note that the first $100,000,000 mark was reached in 23 years, - 
the second in 17 years, the third in 7 years, the fourth in only three years! — 


LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 


Originators of the Family Income Policy 








